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ALLURING FOOTWEAR 


So beautifully styled. So carefully 
made that they sell with full profit season 


after season. 


MISSOURI. 


JEFFERSON CITY, 


TWEEDIE FOOTWEAR CORPORATION, 
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VOICE of the TRADE 


GENERAL SECRETARY M. D. 
LIMING of the Boston Chamber of 
Commerce, has entered the lists on 
behalf of shoe manufacturers who 
are fighting the importation of 
cheap shoes from Czechoslovakia. 
He says: 


“We feel strongly that to jeop- 
ardize the stability and progress of 
a great industry merely through a 
competitor’s opportunity to pay 
lower wages and operate at lower 
costs is not in the interest of true 
reciprocity.” 

Secretary Liming’s protest was 
wired to the Committee for Reci- 
procity Information in Washing- 
ton, D. C. 

* * * 
JOHN H. WILSON, advertising 
manager for Natural Bridge Shoe- 
makers of Lynchburg, Va., writes: 

“The poem ‘The Bridge Builder’ 
in the July 10 issue of the 
RECORDER was quite interesting. As 
to building a bridge for the fair- 
haired boy, I doubt whether such a 
laudable enterprise is of much 
value, as it always seems to me that 
the fair—or otherwise—haired boy 
has to learn for himself through 
bitter experience, and bridges don’t 
help him very much. 


“y think the success of America 


has been due to the fact that the 


pioneers built their own bridges 
and the succeeding generation in 
crossing these bridges has very 
often kicked a hole in them, and I 
doubt very~much whether future 
young America will be as alert and 
successful as the past generation 
due to the lack of obstacles to over- 
come. Aren’t we all beginning to 
be softies to a greater or lesser 
degree? 

“In regard to the particular book 
in question, I note that the book 
published in 1861 stated that a gen- 
tleman always turns his toes out 
while the peasant invariably turns 
them in. In other words, the gen- 
tleman did not walk naturally, 
while the peasant did—as I am 
sure modern orthopedic experts ad- 
vocate toeing in, and it also shows 
that it is artificial to get away from 
Nature.” 

* 


S6¢(ONDITIONS in our town of 
Monterey, Calif., are very good,” 
reports Clark Sturgis, who operates 
a shoe store there. “This is a sea- 
port community, or rather a fishing 
center. With the high price on sar- 
dines, fishermen are making good 


money. Boats are bringing in from 
20 to 40 tons of sardines at a time, 
so with a price of $14.00 a ton, this 
means a nice night’s work for the 
usual crew of five men. Right now 
most of the fishermen are up North, 
they will soon be home with around 
$3,000 as their share of the Sum- 
mer’s work. Then there will be some 
real spending. Most of them are of 
Italian origin and are family men 
who like to have their folks dress 
well. When it comes to shoes, they 
want the best in the house.” 


ERE in England, our brown 
will be a brighter, a lighter color,” 
George E. Haldinstein of Norwich, 
England believes. 

Mr. Haldinstein manufactures 
very fine high shoes for women and 
is an international authority on 
what is smart on footwear. Con- 
tinuing he stated: “We are run- 
ning rust and three other browns 
of a similar color. We cannot sell 
any of your red earth or acajou. 
Black also will be a big line and 
suedes are holding their own. Our 
people have come to realize how 
much more flattering they are to 
the foot and we believe, in the fu- 
ture, we shall see still bigger quan- 
tities of suedes, than ever. Our 


| 


customers fight against it, but the 
public seems to wish for it. 

“High leather heel shoes are 
coming more into their own in 
England. We are able to make 
these into the spectacular sports 
line as you have been doing in 
America. Here, of course, it is very 
difficult to design shoes because 
they want to have everything in its 
place and yet be novel and attrac- 
tive. Boots will play no part what- 
ever in the coming season, in any 
style, whether hi-boy or the dress 
boot, although many people are 
trying to put them over. Toes, we 
find, are getting wider for the 
higher grade trade, and heels are 
going up in height on the better 
price shoes. On the lower grade 
shoes they are going down in 
height. This is interesting, but what 
will happen in the future we can- 
not foresee.” 

* * * 


SVEN BLOMQUIST of Stockholm, 
head of one of the largest advertis- 
ing agencies in Sweden, in a recent 
talk to students at the New York 
School of Display in Rockfeller 
Center, pointed out that greater 
dramatization of significant selling 
points of merchandise on display 
and more thorough training of sales 
people are outstanding trends. He 
said: 


“In Sweden we are putting less 
and less merchandise in our win- 
dows, but at the same time, we are 
making our windows give more in- 
formation by dramatizing the in- 
teresting selling points to people 
who pass by. Every show window 
is a selling window. Here in this 
country you still have many mer- 
chants who think that to sell they 
have to show something of every- 
thing. Sweden and other foreign 
countries are quicker in getting 
away from this old idea. Even small 
Swedish merchants concentrate each 
display on the promotion of a par- 
ticular item. And the important 
thing is that they tell a story about 
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—Every dog has his day. 

—And Mr. John Q. Public's dogs 
are going to have their ~~ 

—For NATIONAL MEN'S SHOE 
WEEK, August 28th to Septem- 
ber 4th, is going to stir up the 
men's shoe business as it has never 


been stirred up before. 


—Thousands of shoe merchants, 


over two hundred newspapers, as 
well as Hollywood and the radio, 
are planning to make this pro- 
motion a humdinger. 

—And when Johnny comes march- 
ing home with one, two or even 
three pairs of new shoes, Mrs. J. 
Q. P. is going to say: 

—"Well, John, why in goodness 
name haven't ‘you done this be- 
fore?" 

—Because Mrs. J. Q. P. is becom- 
ing more and more conscious of 
Johnny's appearance, and wants 
him to be all to the good as they 
promenade together along Fa- 
shion Row. 


6 TEE 


President 


that item. They make the display 
answer the customer’s questions at 
the point of sale, just as a good 
salesman does when he is talking to 
a customer inside the store.” 

In most Swedish communities 
retail stores agree on definite sale 
periods. They voluntarily agree 
that sales shall not be longer than 
six days in duration and that sale 
advertising shall not start sooner 
than one week before the opening 
of the sale. Mr. Blomquist esti- 
mated that merchants in approxi- 
mately 65 per cent of the Swedish 
trading centers now follow this 
policy. 


*¢9,0S ANGELES was one of the 
first sections of the country to swing 
to reversed calf shoes for men. Now 
we are finding the men who are 
buying the top grades are somewhat 


tired of it. On the other hand, they 
do like the nappy finished leathers, 
so ,we are having considerable suc- 
cess in our presentations of the 
antelope finish,” finds Stanley F. 
Smythe, of Bullock’s. 

“The cinnamon brown is an ex- 
cellent neutral shade that looks 
well in all-over antelope, as well as 
when trimmed with genuine frog- 
skin. The trade is taking very well 
to this soft, pliable leather. There 
is every indication that wine cordo- 
van will be very popular for next 
Fall in both the plain toes and in 
the wing tips.” 

* * * 
S6WIRTUALLY Unknown In Wall 
Street” is a magnificent story by 
Albert W. Atwood in the Saturday 
Evening Post of July 17, keyed to 
the idea—‘“Thousands of the rich- 
est and most influential men in 
American business are nationally 
unknown. Only a few become fig- 
ures in the public eye.” 

Of men in our industry he says: 
“Take the Spaulding _ brothers, 
Huntley N. and Rolland H., of 
Rochester, N. H., with its 10,000 
population. They manufacture 
leatherboard, counters and novelties 
at three different places in New 
Hampshire, one in Massachusetts 
and one in New York. Each brother 
has been governor of his state, and 
their influence is felt far beyond 


We 


their generally known range of in- 
terest and activities. 

“It may be well to explain what 
is meant by the use of the word 


‘crowd’ in connection with New 
England. The best known example 
is the United Shoe Machinery 
crowd, formerly headed by the late 
Sidney W. Winslow. To say that 
this crowd built around a corpora- 
tion whose stock is listed on the 
Boston Stock Exchange and the 
New York Curb, has no Wall Street 
connection, is going too far. But 
there is something very self-con- 
tained, local and influential in this 
type of crowd. 

“Another notable example of a 
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local group was the St. Louis shoe 
crowd under the leadership of the 


late Jackson Johnson. His views of - 


Wall Street were much like those of 
Mr. Ford, yet the head of a great 
Wall Street banking house once said 
that Jackson Johnson and Frank C. 
Rand, his successor, were the ablest 
pair of businessmen who ever 
walked into his office.” 

* * * 
RROBERT KALLOCK, costume de- 
signer for Columbia Pictures, said 
in a recent radio broadcast over 
Texas N.B.C. stations: 


“There is a decidedly new feeling 
of extravagance in daytime clothes. 
I have designed a street costume for 
Madeleine Carroll to wear in 
‘Thanks For Nothing.’ The frock, 
of black wool, is trimmed with gold 
kidskin, which lines the black 
Persian Lamb boxy coat. Another 
- costume is of brown beaver boxy 
cape, lined with plaid wool in 
autumn shades which is worn over 
a brown wool frock, girdled with a 
metallic cord belt, six inches wide. 

“The dressy gun metal kidskin 
pump of 1927 returns to fashion as 
a smart accessory and repeats itself 
in gloves, belt and an enormous 
pouch bag. These accessories are 
selected to go with a gray wool 
frock. Deep bands of gray fox out- 
line the short swagger jacket which 
is of the same gray wool as the pen- 
cil slim-long dress.” 

* * 


W ALKER T. DICKERSON, pres- 
ident of the Walker T. Dickerson 
Co., Columbus, Ohio, writes: — 
“IT am thoroughly convinced that 
the only manner in which personal 
enterprise can stand up under the 
onslaught of the radicals in labor 


and government is for business 


management to acknowledge and 


accept its responsibility as trustee 
for the employee, the stockholder, 
and the customer and all three 
should receive equal care and con- 
sideration. If we do not do this, 
_ sooner or later the politician is 

going to step in and tell us how to 


run our business, and we are not 
going to like it.” 

The Walker T. Dickerson Co. 
paid a dividend of five per cent to 
its piecework employees based on 
the amount of pay each received 
between November 1 and April 30, 
in addition to paying them for ten 
holidays. The dividend and _holi- 
day pay amounted to $22,397.52 
of which $13,355.84 was pay for 


holidays and $9,041.68 dividends 


on the pay received. The company 
has 302 piecework employees who 
benefited by the action. The aver- 
age each received was $74.16. 

Mr. Dickerson pointed out that 
the dividend rate was the same rate 
being paid by the company to its 
stockholders on their investment in 
the company. 

* * * 
DR. NORMAN D. MATTISON, 
M. D., of New York, student of 


posture and footwear for many. 


years and internationally known 
for his shoe research, has discovered 
a new field of study that stream- 
lined from his shoe work. He evi- 
dently said to himself: “What about 
the posture of the human being in 
sleep?” The result of the long 
series of tests is the perfect posture 


mattress that takes the weight-bear- 
ing parts of the body and cushions 
them with resilient springs so that 
head, hips and heels rest more nor- 
mally in the long hours of sleep. 
His numerous tests of the weight- 
bearing surfaces of the foot in walk- 
ing, formed the basis for his latest 
invention—which has opened up an 
entire new field of promotion in the 


realm of Morpheus. 
* * * 


SAID Homer Lonor, manager of 
The Brownbuilt shoe store in San 
Pedro, Calif.: 

“Many retail shoe men have had 
their stores picketed by striking 
employees, which did not do their 
business any good. My store, dur- 
ing the recent strike down the har- 
bor, was picketed, and it resulted in 
my getting some real business. The 
ones doing the picketing were the 
daughters of the mayor of our town. 
They marched up and down in front 
of the store carrying banners which 
read, “This Store FAIR to Organized 
Feet that wear Air-Step Shoes.’ 
Their banners were quite similar to 
the ones which were carried by the 
strikers. Some excellent publicity 
resulted for Air-Step shoes and for 
the store in general.” 


"O.K. | take the next customer." 
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Your Letters Can Turn the Tide 


THERE is a deep and disturbing rumble underneath 
the nation’ itself that is causing the feeling that every- 
thing is not right for a movement toward general 
prosperity. Something other than business conditions 
has made the stock market drop so heavily. The com- 
modity markets have been made nervous even in the 
face of an international demand for everything. Manu- 
facturing and retailing betray the same undercurrent 
of hesitation. All is not well in the land because of 
something that troubles the minds of thinking men 
and women. 

We sense it to be the attack on constitutional gov- 
ernment concealed within the attempt to “pack” the 
Supreme Court and to make it the subservient in- 
strument of the President and his philosophies. We 
are actually at a point of crisis—on one side 


degradation of the democratic process; and on the ~ 


other, the preservation of the form of government estab- 
lished by the Constitution as a proper relation be- 
tween the executive, the legislation and the judicial 
trinity of government. The first proposal made by 
the President last February betrayed the intent to 
establish dictatorial power by the executive branch 
of the government. That bill has since been changed 
and termed a “compromise” measure; but in many 
respects it is more dangerous than the original. The 
very word “compromise,” used as a label for the legis- 
lation, would indicate a shift from a frontal attack to 
a flank attack. The intent is the same. The new measure 
conceals the same purpose. 

The issue of a fundamental change in the form of 
government has produced a crisis that may have a 
terrible effect upon the progress and prosperity of a 
free America. Arbitrary and stubborn men in power 
in Washington are trying to force the final vote now. 
Washington is a seething furnace of heat, both physi- 
cal and political, and weak men may give in unless it 
is brought to their attention that the considered opinion 
of thinking Americans is that there shall be no change 
in the structure of our government. 

This may be the last battle for constitutional gov- 
ernment and it is the duty of every citizen to fight for 
it. The way to fight is by letter for it is obvious that 
every interested man and woman cannot go to Wash- 
ington and protest in person. A letter serves the pur- 
pose of registering the opinion of people in a time of 
crisis. To express your vote by letter is as important 
as expression by ballot. Many senators are making 


a brave fight to halt this usurpation of power. They 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


need to be buttressed by your letter of confidence. 
Many senators need to be shown that they are on the 
path of error. This government of ours is too precious 
an instrument to be changed by any other method than 
a constitutional amendment—the true voice of the 
people in any paramount issue affecting the present 
and the far future. 

This measure needs calm, cool and universal con- 
sideration. This great hour in American history must 
not be lost for want of public interest. Every man 
who feels that he has a stake in the present and in the 
future should put himself on record now. His letter 


the, may be the instrument of turning the tide of careful 
thinking and helping to return America to a path of 


sanity. A fighting citizenry can now make itself felt 
by writing letters to senators. We give you the names 
of senators representing your own state so that you can 
write to them direct, and also the name of every senator, 
for if this fight is to be fought, your letters should go 
to them all. 
‘ (Alabama) Hugo L. Black, D., John H. Bankhead, 
D.; (Arizona) Henry F. Ashurst, D., Carl Hayden, D.; 
(Arkansas) Mrs. Hattie W. Caraway, D.; (California) 
Hiram W. Johnson, R., William Gibbs McAdoo, D.; 
(Colorado) Alva B. Adams, D., Edwin C. Johnson, 
D.; (Connecticut) Augustine Lonergan, D., Francis 
T. Maloney, D.; (Delaware) John G. Townsend, Jr., 
R., James H. Hughes, D.; (Florida) Claude Pepper, 
D., C..O. Andrews, D.; (Georgia) Walter F. George, 
D., Richard B. Russell, Jr., D.; (Idaho) William E. 
Borah, R., Jame P. Pope, D.; (Illinois) J. Hamilton 
Lewis, D., William H. Dieterich, D.; (Indiana) Fred- 
erick Van Nuys, D., Sherman Minton, D.; (Iowa) 
Clyde La V. Herring, D., Guy M. Gillette, D.; (Kan- 
sas) Arthur Capper, R., George McGill, D.; (Ken- 
tucky) Alben W. Barkley, D., Marvel M. Logan, D.: 
(Louisiana) John H. Overton, D., Allen J. Ellender. 
D.; (Maine) Frederick Hale, R., Wallace H. White. 
Jr., R.; (Maryland) Millard E. Tydings, D., George 
L. Radcliffe, D.; (Massachusetts) David I. Walsh, D.. 
Henry C. Lodge, Jr., R.; (Michigan) Arthur H. Van- 
denberg, R., Prentiss M. Brown, D.; (Minnesota) 
Henrik Shipstead, Farm-Lab., Ernest Lundeen, Farm- 
Lab.; (Mississippi) Pat Harrison, D., Theodore G. 
[TURN TO PAGE 37, PLEASE | 
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Remind Mr. 


Of His “FORGOTTEN FEET” 


AT'S time that every men’s shoe merchant should be 
making plans for his newspaper advertising campaign 
for National Men’s Shoe Week, so we give you on these 
pages a suggested campaign of three newspaper ad- 
vertisements. And they’re right in line, too, with the 
sort of advertising that is being used today in suc- 
cessful national campaigns. Perhaps one of the reasons 
that some retail advertising lacks punch is because it 
suffers by comparison with the various “fear and 
phobia ads” that flank it in the daily news pages. In 
these three ads we brought up the big guns, and let 
them go with as loud a bang as any national adver- 
tising could turn loose. : 

Look at the headlines—No. 1. “Did You Look At 
Your Shoes This Morning? It’s A Safe Bet That She 
Did!” The basic sex appeal so long and so effectively 
used to sell clothing, soap, razor blades and what not 


__ is combined here with the desire of the man to look 
_ well before the woman of his choice and applied to 
_ your National Men’s Shoe Week problem.. Consider 
__ the second ad—“He’s Proud of His Score, But He Has 


THREE National Men’s Shoe Week News- 

paper Ads, in the Popular Vein, Featuring 

Action Photographs and Newsy Conversation- 

al Copy for the Merchants’ Individual or 
Co-operative Use 


Forgotten Feet.” This is the old fear psychology which 
has made mouth wash a necessity in every American 
home. Then we have the contentment motif apparent 
in the line “You’re ‘In Right’ When Your Shoes Look 
Well,” and to add to the effect we couple it with the 
striking action photo of the smart looking young’ lady 
examining the well dressed young man’s shoes. We feel 
that perhaps this is the best of the three ads, so we are 
using it for the large space smash co-operative effort. 

These ads are prepared in three and four-column 
units and are, of course, greatly reduced in RECORDER 
reproduction. The reader will readily see that they 
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Advertisement No. 3 


This is the Institutional Ad which 
should be Used for Co-operative 
Campaign, since Its Layout is De- 


You're “IN RIGHT” 
W hen Your Shoes 
LOOK WELL! 


W HEN your best efforts of dressing up are 
greeted by an icy stare from the wife or girl 
friend Look to Your Shoes Man and Look 
Quick! A well cut suit, the right shirt and 
tie and the correct shape in a hat mean a 
lot, but they can't do the whole job for you. 
An otherwise “perfect dresser" is often spoiled 
by the shoes he wears. 

~ Women know the importance of good look- 
ing shoes to a smart ensemble. They also 
know, and some are not reluctant to tell you 
by word or glance, that "A Man is as Smart 
as His Shoes." Insure the smartness of that 
new Fall outfit with at least two new pairs of 
shoes. 


A co-operative advertisement by the Shoe Merchants 
listed below to call your attention to the impor- 
fance of being well shod and to the splendid stocks 
of new Fall shoes they are showing this week. 


signed to Take a Heavy Listing of 

Co-operating Retailers’ Names. It 

is designed for a three column 

newspaper ad, but may be enlarged 
to full page proportions. 


NATIONAL 


may be enlarged to full and half-page proportions 
where the budget will stand the increased space ex- 
penditure. In ad number three, the special co-operative 
effort, although any of these ads may be used for co- 
operative use, the National Men’s Shoe Week slug may 
be dropped from the base of the ad to accommodate 
any number of co-operating store names. 

Action photographs form the inspiration for this 
series, because unquestionably this is a year of pic- 
tures. These splendid photos have been retouched for 
news reproduction and are available in the form of 
» screen Velox prints and photographic copies for pur- 
. chase by merchants. But if you have access to the 


services of a good candid photographer, similar photos 
made with local models and against local backgrounds 
would have the added new value of being “folks and 
places that we know.” 

This is the first retail advertising effort on the Men’s 
Shoe Week promotion, and it is strictly institutional. 
Building up an acceptance in the mind of the customer 
for National Men’s Shoe Week, its purpose and the 
slogan, then endeavoring to bring forcibly to the cus- 
tomer’s attention the very bad state of most men’s 
shoes, a condition which shoe men know all too well 
actually does exist. Later advertising suggestions will 
be of a more specific character. 


A 
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The volume silhouette continues to be fitted and 

slightly flared as shown in this coat. High style 

lines are straight—“pencil slim”—as in the suit 
illustrated. 


Don’t OVERLOOK The Costume Indica- 


tions for Brown Shoes—T he Most Important 


Message from the July Clothes Openings 


Beige continues as a dominant color selection in 
sports and casual coats of this type. Note the 
“Winged” movement of the collar. 
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LOOKING OVER 


The READY-TO-WEAR Showing 


NOW is the time to consider your 
Fall shoes in the light of the ready- 
to-wear openings. You had to place 
your Fall orders before you, or any- 
body else, really knew what clothes 
would be shown. Fall coats, suits, 
dresses and hats have only just made 
their appearance. The buyers of 
these departments have just made 
their purchases. What is there about 
these ready-to-wear selections that 
every shoe buyer should know? 
Well, there is one tremendously 
important point—the need for brown 
shoes to fit in with browns, greens 
and wine and rust tones in Fall 
clothes. Last Spring, black was tops, 
both from the volume and the fashion 
angle. Black is still the big story— 
make no mistake about that. It ac- 
counts for as high as 75 per cent in 
many ready-to-wear orders. But the 
promotion emphasis in clothes is be- 


ing laid on colors. Stores will stress 
color in their advertising. Brown 
shoes are no longer just staples. They 
are fashion purchases. You should 
have enough smart models in brown 
shoes to cover this side of the ready- 
to-wear story. 

In the novelty colors shown in 
clothes a brown mahogany tone is 
featured as the newest wine shade. A 
shoe color to blend with this is prov- 
ing a dark horse in leather colors. 
This is a “burnt” wine shade with a 
lot of brown in its make-up. The 
Acajou shade in leather is too light, 
too red and too clear for the best 
blending. Coffee brown shoes are all 
right with this. costume color. But if 
you're going in for matching shoes 
you need the new shade developed in 
this range known as Antique Ma- 
hogany. 


Going over the ready-to-wear 


colors in their order of importance, 
this is what we find that the coat, suit 
and dress buyers have selected: Black 
—from 60 to 75 per cent for dressy 
and semi-dressy town clothes. Brown 
selections from 15 to 20 per cent for 
dressy coats and, together with beige, 
accounting for as high as 50 per cent 
in sports and casuals. The dark coffee 
browns predominate in town coats 
with a soft red cast. A few lighter 
and redder browns with which 
coffee brown shoes will also blend. 
The wine tones and the greens are 
about equal for third place for town 
wear. In the wines, this burnt or 
mahogany shade, as noted, is the new 
thought, with regulation wines in the 
volume picture and some brighter 
“red currant” shades also important 
in young clothes. The greens for 
town coats are on predominantly 
clear and dark “Forest” greens—not 
too blue. Sport greens go brighter 
and livelier and include yellow 
greens as well as blue greens. 


GRAY is at its best in fur coats and 
casual coats. Beige is very high style 
for dressy coats trimmed with brown 
furs or taupe mole (very new) and 
extremely important in casual and 
sports coats. Rust is being bought 
chiefly in these sports and casual 
types—both with a rosy cast and the 
yellower “spice” cast, indicating that 
the bright rust shades in shoes will be 
best in tailored and sports models. 
[TURN TO PAGE 41, PLEASE] 


I. Miller have neatly expressed both sil- 
houette and color influences in costumes 
with their promotion of “wing” shoes. In 
lines winged motifs give a new animation 
to shoe silhouettes, that fit in with the 
extreme winged lines of-hats and with the 
draped manipulated movement in coats 
and dresses. Novelty shoe colors are given 
bird names suggestive of rich plumage and 
will be promoted to “lift” the black outfit 
as well as for costume matching. 


7 
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The “Trailer” costume designed by Ernest 
Schraps. The red suede skirt is removable, and it 
becomes a dressy street cos'ume. 


MEOLLYWOOD’S stamp of approval on 
what will be good for late Fall and early Win- 
ter was placed on fifty-six costumes presented 
at a Fashion Show at the Biltmore Bowl before 
1400 visiting retail buyers and stylists and 
sponsored by the Los Angeles Associated Ap- 
parel Manufacturers. World known designers 
from Holly wood’s major motion picture 
studios presented their interpretations of fash- 
ions before a most critical audience. These cos- 
tumes were described by studio fashion editors 
and modeled by the younger motion picture 
actresses. The show was produced by Miss 
Sally Martin, Fashion Editor of Modern Movies 
Magazine, who repeated her former successes 
in shows for the apparel manufacturers. 


Resident buyers from Los Angeles, which 
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HOLLYWOOD’S 
INTERPRETATION OF 


Costumes Created by Motion Picture 

Designers Forecast Importance of Indian 

Motifs, Leather Trimmings and Acces- 
sories and the 1900 Silhouette. 


John Harkrider designed this evening gown for 

Virginia Bruce, who wears it in “When Love Is 

Young.” Dull white sequins give a polka-dot effect 

on white veiling. The bodice, high in back, low 
Jin front, has a wide collar of the same material 
 » Sand two huge American Beauty roses at the front. 
5 ©The belt is of solid white sequins and the circular 
, skirt is extremely bouffant. 


The “Trailer” shoe. An original design in kid made by the Premier 

Shoe Co. from costume sketches. Vamps are in red, while the Indian 

moccasin effect is had by the blue lerlay. A loop of bright colored 
beads at the throat carries out the Indian theme. 
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THE FASHION TREND 


Madeleine Carroll, appearing in “The Prisoner of 
Zenda,” is shown here in a creation by Ernst 
Dryden, stylist of Selznick International Pictures. 
Containing more than a dozen yards in the skirt 
and two petticoats, this princess gown is of peach 
chiffon velvet, banded with mink and embroidered 
with crystal bands and ostrich feathers. Accesso- 
ries include slippers of peach satin with crystal 
and feather embroidery. 


Accent in gold costume. Gold piping, gold beads 
down the front of the dress, gold leather bracelets, 
gold and white sandals. These color accessories 
were used by Ernest Schraps in designing the 
above frock, which will be worn by Rosina 
Lawrence in her next picture, “Road Show.” 


now ranks second to New York with its repre- 
sentatives of 350 American department and 
ready-to-wear stores and of stores in Hawaii, 
Australia, China, and Central America, at- 
tended the show. Several European fashion 
scouts, including a delegation from Paris were 
also present. Miss Helen Cornelius, associate 
editor and director of fashion services for 
Harper’s Bazaar, spoke briefly on the impor- 
tance of the occasion. 

The outstanding costume, as far as the shoe 
business is concerned, was one of many sur- 
prises called “Road Show,” which was designed 
by Ernest Schraps for the Hal Roach featured 


Shoes for the heavy white silk dress worn by Miss Lawrence in photo picture of the same name which will soon go 


vier ; at upper right hand corner, were designed by Harry Sobel, of the Fern * . . 
ian Shoe Co. They are of white and gold kidskin and carry out the cos- into production. It was modeled by Miss 
red a tume theme to perfection. [TURN TO PAGE 31, PLEASE} 
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FLY YOUR 
FALL COLORS 


BBY the middle of August women are beginning to 
tire of Summer, and their Summer wardrobes are also 
beginning to show the results of hot weather wearing. 
School and college wardrobes are beginning to be an 
important matter for consideration. 

Once again Boot AND SHOE RECORDER suggests add- 
ing EXTRA WEEKS and EXTRA PAIRS to your Fall 
season through a dramatic cooperative presentation of 
Fashion Firsts in Fall Footwear in August. 

Where Sunday papers are available, a special Fall 
Shoe Section on Sunday, August 15, would be a smash 
opener. Followed with a full or double spread each 
day during the week playing up a different important 
style trend daily, it would certainly make the com- 
munity think about Fall shoes. Where there is no 
Sunday paper, the advertising can break on Monday 
and carry on through the week in space as large as is 
practical. 

Let the opening section carry a combination of fash- 
ion “ads from individual stores, and style stories in 
adjoining news columns. Evansville, Ind., has done 
some great work on these special sections, using a full 

page special drawing for the front. The merchants use 
enough space to enable the papers to do a real job 
for them. 

Then, for the follow-ups, adapt the successful idea 
from New Orleans of using a full page of shoe photo- 
graphs, uniform in size, with the description and the 
store name below each one. A fashion figure was 
combined with the banner head which announced the 


general acceptance of a certain type or color of shoes. 


(The particular spread in mind played up blues for 
Spring.) 

There are a number of good captions for a follow-up 
series of Fashion-trend ads in the Recorper Leather 


Supplement, March 27, 1937. For example: 
Ruccep Leatuers ror Fatt Sport SHoes 


In collegiate and country clothes, color has its heyday. A 
colored shoe fits better into the picture of tweeds and 
height ‘sweaters than into any other costume category. 

So here are the new tartan colors, featured in green, 
red, gray, and blue, with often a bit of gold in trimming 
touches. Bright browns and rusts are shown in many 
styles, and navy is not forgotten, while the black sport 
shoe steps out stronger than ever for the new season. 

Reverse leather, comfortable and casual, is most popu- 
lar. Smooth calfskin is liked. In better shoes alligator is 
used, while there are a few crushed and grained leathers 
also used. 

During this week be sure to visit the shoe stores of 
(town name) who present pictures of some of the season’s 


new styles in the accompanying pictures. See and select — 
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EFFECTIVE town-wide cooperation in plan- 

ning promotions as the “Open Sesame” to a 

longer and more profitable selling season for 
all. shoe retailers 


sports shoes to freshen your Summer wardrobe and go 
right along into Fall with your new sports clothes. 


Then, for another ad, feature uniform sized photo- 
graphs with brief descriptive text for 


TarLorep LEATHERS FoR WALKING SHOES 


In tailored walking shoes for town and country for Fall, 
calfskin takes the spotlight. For comfort types in walking 
shoes, kidskin keeps its lead. Suede shoes with new 
style treatments are assured popularity. Where price is 
no object, nothing is smarter than all-over alligator shoes. 

Black and brown share honors for first place. Darker 
coffee browns in staple shoes, brighter browns in smart 
styles, and red cedar and cubana for novelty styles are 
important. Acajou (wine red) is smarter than ever. Ma- 
rine blue, green, and gray are also shown among these 
‘smart new walking shoes for Fall during Fall Shoe Open- 
ing in all the leading shoe stores of (town name), August 
blank to blank. Be sure to see them. 


Then, for follow-up ad number three, use 


ForMALITY IN LEATHER FOR FALL Dress SHOES 


Here are the dress shoes to accompany your new dark 
sheers and first crepe and satin dresses that you're select- 
ing right now. 

Elegance in fashion is terribly important this season. 
Every smart woman will want to include in her wardrobe 
softly feminine formal clothes, and the lighter shoe to go 
with them. 
ether you prefer the high, glove-like shoe silhouette 
ot the trimmed pump, you will see them in the shoe stores 


"participating all this week in Fall Shoe Opening. Just 
“one more style tip—kidskin, suede, and patent — 


share the honors for afternoon and dinner wear. _ 

Then comes the albdey. every-day—the most essen- 
tial shoe in every woman’ s wardrobe, which i is featured 
under the caption: 

Variety LEATHERS FOR SHOE 

There’s plenty of variety in leathers, lines, and colors 


’ in new street ‘shoes for Fall—the types of shoes that fill 
' the bill for every day and all-day wear. 


Reptiles are important in the early picture, with suede 
at the top of the list for Fall. Kid and calf will also have 
many wearers. High lines lead, with some “down in front” 
for those who like the lower-cut- patterns. 

In colors, black leads with brown a Sevatini: Coffee 
brown is the lead color in street shoes, while acajou will 
have numerous wearers. 

See and study the shoe style picture at the leading shoe 
stores of (town name) this week. It’s Fall Shoe Opening 
[TURN TO PACE 32, PLEASE] 
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for 


SALES 


HESE heels have 
what it takes to help 
sell shoes faster: 


STYLE—trim, “part of the 
shoe” appearance, no 
visible nail holes; 


ENDURANCE — made of a 
tough, specially com- 
pounded rubber that 
wears long and evenly; 


ACCEPTANCE—branded with 
“the greatest name in 
rubber,” a name that 
customers accept at face 
value. 


GOODYEAR 


That’s why manufactur- 

ers use more of these 

two heels than of all other kinds Specify the Goodyear Wingfoot or 
of blind-nailing heels combined... the Goodyear “Custom” heel as 


to help you sell shoes. factory equipment, when ordering. 
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SIT down and think of the families who buy shoes 
from you and you will realize that, on the average, 
there is a large woman in every third family. If you 
live in the Middle West there are more—oftentimes 
whole families of large women, though the percentage 
is somewhat less in the larger cities. These women may 
be stout or they may be large-boned, but whether one 
or the other, they require special consideration of their 


feet. If there is a large woman in a family, she is — 


usually the mother. In her hands are the family’s purse 
strings and she is, therefore, a good friend to have and 
to keep. She will need a little more thought when she 
buys shoes than her more slender sister (whose main 
thought is to look well), but when she has found you 
understand her needs and want to help her, she will 
always come to you. 

When a large woman comes into your store, talk 
with her and win her confidence. Find out what she 
does. Show her you are there to make her comfortable 
and remember a large woman will pay more for her 
shoes than anybody else, if she is certain they will be 
comfortable and keep their shape. Women are learn- 
ing more every month about shoes and know what they 
need. Ask your wife about this—a talk with her will 
be illuminating. Women, however, know little about 
leathers, except that the woman with tender feet knows 
enough to avoid heavy leather. 

Remember that a large woman, while she wants to 
look well, buys her shoes with the idea of comfort first, 
utility second and looks last. Stout. woman have 


learned, partly from reading and the rest from experi- 


~ 
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BOOT 


Eternal is the quest for youth. These stout 
ladies are striving valiantly to regain the slender 


silhouette as they do their daily dozens on the 
roof of Philadelphia Jack O’Brien’s gymnasium 
in New York. Prospective customers for 
shoes that combine comfort, utility and style. 


by CLARIBEL WARNER 


ence that they must have shoes with firm supports under 
_the.arch—most of them call it a steel shank—one which 
‘| 1 not give way under the additional weight they 
; . ‘They need shoes which fit well at the top, even 
though the instep may be fat or the ankle full. Heels, 
however, must be narrow, for fat never settles on a 
heel. They know, too, that they must avoid high heels, 
but do need a wide enough heel to give support and 
one which will not give when they step. 

You will find it necessary to stock a goodly number 
of sizes 9, 914 and 10, if you are to care for the needs 
of the large woman, even though your baicies number 
of sales will be 7 and 8. 


USUALLY a large woman wears a wide shoe, but 
whether she wears a C or a EEE, she must have a shoe 
with a wide ball. Many stout women—especially those 
who have been slender when young—wear a B last, a 
few wear A, but the large range of widths is from C 
to EE, with the largest call for D. Especially among 

[TURN TO PAGE 34, PLEASE] 
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TRIM 


| . With their captivating smartness, alluring style and 
There is a Star Brand luxurious quality, Trim Treds supply the final glorify- 
| Shoe to fill every demand ing touch that makes feet exciting... appealing to quality- 
; ° loving women who know what they want and have the 
P Lop itably money to pay in keeping with their tastes. 
_— bse sae any With Trim Treds you can get the women’s high grade 
ronda at sigsthmaae shoe business in your community. They please the hard- 
wanting popular prices! Wire, to-please, make a satisfied customer out of every pur- 
write or phone for a repre- chaser and build a repeat business that means ultimate 
sens! success in the profitable retailing of women’s high 
SEE grade footwear. 


STAR BRANDS ROBERTS. 


ST.LOUIS,MO. 
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BBY mid-August many women’s shoe stores throughout 
the country will be featuring Fall shoes. Whether you 
expect to make your initial showing then or a week or 
two later, there is no-time to be lost in planning a 
definite schedule of window displays for the coming 
season. Every shoe man knows that good displays play 


a tremendously important part in modern merchandis-. 


ing. It is equally true that the good display is the 
planned display, and by that we mean planned not only 


‘ with reference to background, color scheme and ar- 


rangement, but planned also with reference to just how 
it fits into the general merchandising and promotional 
program of your store for Fall. 

Many of the larger stores already have their Fall 
promotional plans well under way, but retailers who 
do not employ a display man or an advertising man- 
ager sometimes are inclined to postpone this important 
matter until the new season is upon them. Then it’s a 
question of getting each display ready just in the nick 
of time, and plans developed in that hurried way are 
rarely productive of the best results. The better way 
is to call whoever is responsible for your window dis- 
plays into conference at once and go. over with him the 
‘shoes you have bought for Fall promotion. Break-them 
down: into groups or classifications suitable for dif- 


_ Lighting plays a vital part in successful shoe windows. This display, used by Lord & Taylor, New York, = happens 
to be a Spring shoe window, but it offers an unusual example of the value of effective illumination 


Floodlights on 


Promotions for the Autumn Season Begin Next Month 
and It’s Time to Lay Out a Fall Window Schedule 


~ 
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Fall Footwear 


ferent window displays, as for example, school and 
college footwear, daytime or street shoes, sport shoes, 
corrective footwear, afternoon types, evening footwear, 


ete. 


-’ Decide when is the best time to feature each of these 
various classes of shoes in your windows and news- 
paper advertising. School and college footwear, for 
example, will come into the picture early, possibly fol- 
lowing an opening display in which a selected group 
of the most interesting Fall styles are shown in a win- 
dow that serves as an opening announcement of the Fall 
season. The opening display is simply a formal presen- 
tation, designed to acquaint the public with the fact that 
you are featuring Fall footwear and to arouse their 
interest by showing your more enticing patterns, colors 
and materials. 

After this opening display, take the various groups 
of shoes mentioned above and have your display man 
work out a window for each which is in harmony with 
that particular class of shoes. The use and the occasion 
will give him his cue for. a background idea and for 
general treatment of the window. It will also furnish 
the idea for the sort of sales message that is to go int» 
in the: form of showcard or backgroun1 

TO PAGE 43, PLEASE | 
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WE TELL ’EM... 


From coast to coast shoe retailers are reporting that 
this is by far their biggest year in Dr. Scholl’s Arch 
Support sales. They expected big business when they 
first heard about the kind and amount of Dr. Scholl’s 
1937 advertising—reaching nearly 25,000,000 con- 
sumers and 150,000 physicians monthly. 


But though they expected volume business, they never 
looked for anything like the tremendous response 
that this advertising is bringing. America is getting 
“arch support conscious” —and the merchants who are 
pushing Dr. Scholl’s Arch Supports are reaping the harvest. 
This is good business—easy-to-get business—profit-making 
business . . . and all you have to do to get your share is to 
let people know you feature Dr. Scholl’s Foot Comfort 
Service and fit Dr. Scholl’s Arch Supports and other 
Dr. Scholl’s Foot Appliances scientifically. 


Write for Catalog 


THE SCHOLL MFG. CO., INC. 
213 W. Schiller St., Chicago 62 W. 14th St., New York 
112 Adelaide St., E., Toronto, Canada 


Scholls 


ARCH SUPPORTS 
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Unele Henry Says: 


AT was kinda hot the other morning and I didn’t feel 
- much like whittling or nothing, so I meandered over to 
Sam Smalley’s, him and me being good friends as well 
as competitors for quite some spell. 

There Sam was with his three clerks having some 
kind of a big argument, and spread out on the counter 
_was "bout three or four dozen shoes, all of ’em looking 
kinda mangey and flea bitten—you know how shoes 
get after "bout a season or two. 

“Morning, Uncle Abner,” said Sam, “come on in 
and put your wore out brain onto this here problem 
of reforming the shoe business. We’re aiming to find 
out this morning why shoes that don’t sell don’t sell.” 

“I see,” says I. “You're performing a post mortem 
hoping you'll find the corpse ain’t plum dead yet, and 
you're allowing to keep the sheriff. . . .” 

“Getting down to business,” cuts in Sam, “we got 
out all shelf warmers in the store here, so let’s begin 
this here probe right now. What’s the matter with this 
oxford, Jerry?” Jerry being his right hand man. 

“That’s a nice shoe,” says Jerry, “but it always slips 
at the heel like it was greased. Hard to sell without 
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using a little beeswax. And this next one is always so 
tight in the throat you have to stretch it till it busts 
and it’s still too tight. Then this baby here’s all right 
only it’s too darn high priced for our trade.” 

“On the other hand,” Eric, one of the other boys, 
butts in, “here’s two shoes that haven’t sold simply 
because they aren’t good enough for this store, and 
the low price we got on ’em don’t make ’em any better 
either.” 

“Darn tootin’,” says Sam. “Long as I can remember 
I ain’t never made a cent nibblin’ after trade that didn’t 
naturally belong in this store. We been operating on 


‘the middle class for a long time and we can’t hope to 


carry a big enough lay out of high priced shoes to 
please the nose-in-the-air trade; and on the other hand, 
this low brow trade from across the tracks don’t feel 
at home here like they do over at Uncle Abner’s place.” 

I never gets riled up easy but too much is too much, 
so I says, “Sam, you mother-beating skinflint, you know 
your trade ain’t in the same class with mine.” 

“Sure,” says Sam, “that’s just what I was saying, 
so let’s get on about our business.” 

Jerry picked up the next shoe, a nifty little gray 


“BaD FITTING wins the BLUE RIB- 
BON as the best answer to why shoes 
that don’t sell DON’T SELL. You can 
sell ANYTHING you can FIT, and you 
can’t sell NOTHING you CAN'T FIT.” 


suede. “This one fits perfect and all but the color isn’t 
just right.” 

~“Crimenee!” snorts Sam. “Who ever seen a gray that 
was the right shade any way?” 

“Amen!” I agree. “Grays are all right but they’re 
always wrong some way or nuther.” 

“This next one don’t sell,” Jerry went on, “ ’cause the 
strap’s way too long and the button has to set clear over 
into the cut out where there’s nothing to set it on. And 
in every pair of this next one there’s so much fullness in 
the quarter lining that it gaps on the side like the 
dickens. And this one always throws a wrinkle back of 
the boxing and...” 

Well, Mr. Editor, they went down the line like that 
for half an hour, me not saying much but keeping tab 
on a empty box. “Here it is,” says I, “if you boys want 
the low down on this here probe into ~ shoes that 
don’ t sell don’t sell: 


[TURN TO PAGE 30, PLEASE] 
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Your customers 


don’t like 


YOU CAN PREVENT 
CUSTOMER DISSATISFACTION 


from this cause... . 


eliminate refunds and 
adjustments. 


Risking profit losses . . . sales losses . . . and customer losses be- 
cause of heel failure is no longer necessary. Breastlock Heels— 
most important heel improvement in twenty years—completely 
eliminate unsightly, trouble-making breaks at the heel lip. They 
give maximum heel security . . . strengthen the shank of the shoe 
. reduce "kicking-under" and "kicking back”... improve the 
value of your shoes . . . eliminate ragged breastings . . . give you 
a valuable selling 
And, in spite of these advan- 
tages, shoes with Breastlock 
Heels cost no more than with full 
breasted Louis or Continental 
heels ... excepting those of 
single sole construction. 


F, W. MEARS HEEL CO. 
140 Federal St., BOSTON 


Factories at Lawrence, Mass., Conway, N. H., 
Auburn, N. Y., Columbus, O., St. Louis, Mo. 


Affiliated Dominion Heel Co. 


_ Montreal and Quebec, P. 9. * 
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Uncle Henry Says: 


[CONTINUED FROM PAGE 28] 


“Seems to me it’s an open and shut 
case that bad fitting wins the blue rib- 
bon as the best answer to why shoes 
that don’t sell don’t sell.” 

“Jest goes to prove what I’ve always 
argied,” says Sam. “You can sell any- 
thing you can fit, and you can’t sel! 
nothing you can’t fit.” 

“That’s gospel,” I agree, “but the 
trouble with you boys is that you wait 
till next year to find it out. Over in the 
good store across the street,” and I poke 
Sam in the ribs, “whenever a style 
comes in we try it on immediate and 
look it all over and take great pains 
to find out whether it fits or not, and 
if it don’t, some Yankee manufacturer 
hears about it while it’s still hot.” 

I kinda felt in the air I’d said enough 
so I picked up my cane and come on 


home again. 
UNCLE HENRY. 


C. M. Stendal Goes Abroad 


MINNEAPOLIS, MINN.—C. M. Stendai, 
owner of the shoe store which bears his 
name, and his wife left recently for 
a vacation trip abroad. 


THE TONGUE 
OF THE 
BREASTLOCK 
TONGUE 
GROOVE 
PRINCIPLE. 


BREASTLOCK 


TRADE - MARK 


HEELS 


can be used as high 
as wanted 


= 
. ; 4 
te 
{ 
wg 
| 
1 
q 


h 


BOOT AND SHOE RECORDER, July 24, 1937 


Hollywood’s Interpretation of Fashion 


[CONTINUED FROM PAGE 21] 


Rosina Lawrence, who will play an im- 
portant part in the picture. Schraps 
designed this costume with the new 
transportation fad—the trailer — in 
mind. The jacket and skirt are fash- 
ioned of royal red suede and the blouse 
of three shades of blue silk crepe. The 
jacket is adapted from that worn by 
the maidens of the American Ojibwa 
tribe. A dressier street costume can be 
made by removing the suede skirt; The 
Indian motif is carried out further in 
the royal red kid high-cut pumps worn 
with the dress. They have a moccasin- 
effect vamp with turquoise blue under- 
lay and solid leather heels. The orna- 
mentation at the throat of the shoe, a 
loop of Indian beading, is a high style 
feature for Fall. 

Another costume designed by Schraps 
for Miss Lawrence, is a dinner gown, 
fashioned of heavy white silk crepe, 
with decided accents in gold. The use 
of gold piping to accent the cut of the 
dress provides an interesting and un- 
usual note. Gold and white kidskin 
sandals carry out the color scheme of 
this costume which gives further stress 
to the importance of leather in women’s 
wardrobes for this Fall. 


_ Another style glimpse into the Fall 
fashions was provided by Milo Ander- 
son of Warner Brothers, who presented 
a gray wool fitted short daytime frock, 
topped by a box swagger coat of gray 
milliners’ velvet and trimmed with a 
cut steel linked belt. Barbara Bury, 
who modeled it, wore dark blue pumps 
ornamented with cut steel buckles. 

Particularly worthy of note is the 
clever sport coat which Vera West de- 
signed for Barbara Read in Universal’s 
“Too Clever to Live.” Fashioned of 
blue English worsted, it has a large 
draped collar of cross fox. The bodice 
is fitted tightly to the waist, where it 
is fastened with two huge blue hooks 
and eyes. The skirt of the coat is 
straight in front, running to a full flare 
at the center back, caused by the novel 
treatment of triple pleats from waist- 
line to the hem. 

John Harkrider created a vision in 
white when he designed a lovely eve- 
ning gown for Virginia Bruce in 
“When Love is Young.” Polka dots 
of dull white sequins,.are hand-sewn 
on a background of white veiling. The 
bodice of the dress is high in back, com- 
ing to a low Vin front. Around the 
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neckline is set a wide soft collar of 
the same material. The skirt is cut 
circular and full at the back, ending 
in a semi-train. Underneath is worn 
a sheath of solid dull white sequins, 
and two huge American Beauty roses 
are set at the point of the low V. 

Irene Hervey in Universal’s “The 
Lady Fights Back,” wears an evening 
gown designed by Vera West, which 
gives the appearance of a golden sun- 
burst. This splendid effect is created 
by the use of gold marquisette dotted 
with myriads of gold pailettes. The 
halter top drapes to the waistline from 
which flares an extremely full skirt 
with sunburst pleating. Gold pailettes 
are hand-sewn on the wide belt in in- 
tricate design. The companion wrap is 
a full cape of heavy gold satin, lux- 
uriously banded with sable. With this 
she wears a calot of gold satin, 
sprinkled with matching pailettes. 

A showing of coronation costumes de- 
signed by Ernst Dryden for the Selz- 
nick-International Technicolor picture, 
“Prisoner of Zenda,” climaxed the show. 
The glamorous silhouette of the 1900 
period, with its off-the-shoulder eve- 
ning lines and its braided trimmings 
for daytime, bids fair to return this 
Winter in a form which is not an ex- 
aggerated interpretation of the gay 
nineties, but rather an influence identi- 
fied with the French impressionists. 
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Fly Your Fall Colors 


[CONTINUED FROM PAGE 22] 


what’s smart for Fall in Footwerr. 

Continue the series with a spread 
for men’s shoes planned to cover colors 
and textures of Fall leathers, together 
with patterns that are popular for the 
new season. If practical, use one 
spread for town shoes in kid, kangaroo, 
calf leathers and the reversed leathers 
for the country shoes, with grained 
or bordered calf that is wearable for 
either town or turf. 

Even your children’s shoes should 
be featured from the style angle dur- 
ing Fall Opening Week. Have a Come 
Back To School Shoe Showing imme- 
diately afterward, if you choose, but 
be sure to stress style in boys’ and 
girls’ shoes for the Opening to make 
the story complete. 

Accenting the style angle in chil- 
dren’s shoes for this event is good psy- 
chology in three ways. It gets the 
style idea over to parents before you 
go into the fit and service angles so 
strong in your school shoe presenta- 
tion. It appeals to the fashion-con- 
scious youngsters. It gives a style slant 
to salespeople that will hold over and 
be combined with their regular “fits 
good and wears like iron” selling talk. 
In other words, it’s a step away from 
the stepchild angle. 

We have stressed strong play in the 
papers because telling your style story 
in a powerful cooperative advertising 
promotion is exceedingly important in 
the successful program for Fall shoe 
Opening. A real job, complete and 
conscientious, telling the Fall style 
story will do a great deal to get Fall 
selling off to an early start—and that 
means repeat business later on. (Late 
buyers make poor repeat customers.) 


FLY YOUR FALL COLORS 


Women's Shoe Colors 
Red Cedar 


Coffee Brown 
Acajou Red 
Oakbrown 

Cubana 

Marine Blue 
Clangreen 
Scone Gray 
Tartan Gold 
Kiltie Red 

Highland Blue 


Men's Shoe Colors 
Club Tan 


Town Tan 
Custom Brown 
Regent Brown 

Burgundy Brown 
Pheasant Tan 
Hunting Tan 
Mallard Brown 
Heath Brown 

Partridge Brown 

Gun Club Gray 


To back up the newspaper campaign, 
each store will want strong window 
displays and _ effective decorations 
throughout the store, dramatizing and 
emphasizing the new shoe style trends. 

As your plans go forward into Fall 
through your newspaper campaign, use 
the slogan “Fly Your Fall Colors.” 


Kroeger Bros. Move 
to New Location 


SEWARD, NeB.—The firm of Kroeger 
Bros. which has been operating an ex- 
clusive shoe store in the same location 
for over fifty years at Seward, have 
moved into roomier quarters in the 
heart of the business section. 

This firm was founded over sixty 
years ago by the late C. F. Kroeger. At 
that time there was no railroad between 
Seward and Lincoln and it was cus- 
tomary for the elder Mr. Kroeger to 
walk to Lincoln and back (a round trip 
of fifty miles) carrying on his back the 
leather necessary for the repairing and 
making of boots and shoes. When fac- 
tory-made shoes came into popular use 
these were gradually added to Mr. 
Kroeger’s line of hand-made boots. 
From this humble beginning this firm 
has grown into one of the largest exclu- 
sive shoe stores in the state carrying 
approximately 12,000 pairs of shoes for 
men, women and children. The new 


store is being furnished in the modern 
manner complete to air-conditioning. 


Aged Leather 


Preasopy, Mass. —A side of leather 
that was put into the vats more than 
50 years ago, was recently found at the 
A. C. Lawrence Leather Co. plant in 
Peabody. Workmen taking down an 
obsolete tannery found it. 

This side is in such good state that 
it will be finished and then it will be 
sent to the several A. C. Lawrence sales 
offices to be exhibited to such as may 
be interested. 


C. C. Eaton, Jr., Marries 


River Forest, Int. — Charles C. 
Eaton, Jr., sales manager of the Charles 
A. Eaton Company of Brockton, Mass., 
was married on Wednesday, July 7, to 
Nina J. Tucker, daughter of Dr. and 
Mrs. Walter Tucker, here. Congratula- 
tions to the happy couple! 
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Travelers Have Good Time 
Despite Rain 

‘New York — The Boot and Shoe 
Travelers Association of New York got 
a bad break when it came to weather on 
the day of their annual outing and golf 
tournament, held on Thursday, July 15, 
but despite the bad weather, a good 
crowd showed up. 

In the morning, it rained steadily and 
heavily and the men who had planned a 
most enjoyable day, found their spirits 
somewhat dampened, especially the 
golfers. In the afternoon, following the 
luncheon, the weather cleared up and 
a happy crowd of golfers hied them- 
selves to the golf course. The non-play- 
ers, those who did not follow the golf- 
ers around, augmented by several more 
men who came to the outing when the 
weather cleared, got out the cards and 
spent the afternoon at poker and 
pinochle. 

At the dinner in the evening, it was 
found that the number of men at the 
outing had increased to over 100, con- 
siderably more than had started out in 
the morning. 

Following the most enjoyable, old- 
fashioned clambake dinner, the golf 
scores were totaled up and prizes 
awarded to the winners. The scores are 
as follows: 

In the special match, a foursome, 
John Ayling and Mr. Hutmacher were 
teamed together against William But- 
terworth and Mervin Lyons. Mr. Ayling 
won this with a score of 76 for the 18 
holes which is pretty good shooting. 

In the salesmen’s group, Lou Fried- 
man won the low gross with a total of 
91. Runner-up to him was M. E. Tobias 
with a 92. In the same group, M. Gold- 
stein won the low net, with a 75. G. 
Burrows ran him a close second with 
a 76. : 

In the buyers’ group, Tom Meath won 
the low gross with an 81. Paul Williams 
came second with a 93. Al Stone won 
the low net with a 71 and H. Wood was 
runner-up with a 79. 

Lou Friedman won the Boor Anp 
SHOE RECORDER cup for the first time 
toward his permanent holding of the 
trophy. Last year the trophy was won 
by J. J. Lyons. 

Mort Seaman and Charles Havranck, 
treasurer and secretary of the associa- 
tion, respectively, are again to be con- 
gratulated for their work in organizing 
and putting over this annual outing 
which, despite the bad weather this 
year, turned out to be a most enjoyable 
affair. 


MacDonald Travels in 


the South 


Boston, Mass.—Norman M. Mac- 
Donald, well known as a successful 
salesman of shoes on the road, is now 
covering the Southern territory for the 
Harvard Shoe Company of this city, 
manufacturers of women’s cement proc- 
ess shoes. Mr. MacDonald assumes his 
new position after several years with 
the C. D. Watson Company. 
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PROGRESS 


. ... THE DISCOVERY 
\ OF AMERICA WAS 
FACTORED BY QUEEN 
ISABELLA’S JEWELS 


HRISTOPHER COLUMBUS with his fleet of three 

small ships...the Santa Maria, Nina and Pinta... set 
sail on August 3, 1492 to seek a new passage to India. 
After sailing into the unknown for 70 days, land was 
sighted by Frederick De Triano, of the Pinta’s crew, on 
October 12, 1492. America was discovered! A New 
World to be explored and developed for Commerce. 
Queen Isabella of Spain financed this great voyage of 
discovery with her personal jewels. 


—acloring 


A Fresh Flow of Finance Will Open Many New 
Channels for the Growth of Your Business... 


ing production and sales 
... thus effecting an During 1936 industry utilized over a billion dollars for 


expansion of business factoring . . . a service, as rendered by United Factors 
and greater net profits. Corporation, that contains the best elements of banking. 
The low cost is absorbed in the savings effected. 


Folder S-7, an illustrated Series on Historic 
“Factors of Progress’’ sent on request. 


United Factors CORPORATION 
1412 BROADWAY NEW YORK, N. Y. 


Copyright 1937—United Factors Corporation 
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YOUNG_JIM 
HAS MADE A 


OF HIS LIFE , 


e T welve years ago, Jim B. was a clerk in a small shoe-store, 
earning $25 a week. He’d been plugging along in that job for 
five years. The owner of the store liked him, but he had a son 
who would soon be taking over the business. Jim’s chances 
for advancement were mighty slim. 


e One day Jim saw an advertisement much like this. He 
j got to thinking about his future. And as the result, he came 
with the Penney Company. 


eH. started out as a beginner, at a salary a little lower 
than he had been paid at the shoe-store. But though he was 
earning less, he was learning every aspect of retail store op- 
eration. When he was ready for the job, he was given a 
Penney store to manage, with a salary larger than his shoe- 
store salary, and a share of the profits besides. It wasn’t long 
before he had proven his ability, and was transferred to a 
larger store with still larger salary and profits. 


® Now he is manager of a Penney store with a yearly vol- 
ume of a quarter of a million dollars. His income runs well 
into five figures. He lives in a comfortable home, is a highly 
respected member of his community, and is going to send 


his sons to college. 


The J. C. PENNEY CO. 
needs more young men 
like Jim B. ... NOW! 


© Tf you have actual experience in the retail selling 
of dry goods, clothing or shoes and would like to 
follow in the foot-steps of the 1500 men who are now 
managing Penney stores all over the country, there 
may be a place for you in this company. We can’t 
promise success to you, —but we do offer the oppor- 
tunity to achieve ‘success. 


© Wiite a letter telling your personal history and 
experience to J. D. Keyes, Room 1703, J. C. Penney 
Co.., Inc., 330 West 34th Street, New York City. 
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Shoes for the Large Woman 
[CONTINUED FROM PAGE 24] 


older women there is a good call for 

The large women may be divided, for 
the purpose of finding out what they 
need, into three classes: The women 
who go to work and must look well at 
all times, the women whose daily grind 
is the keeping of house and family, 
sand the farm women who, in addition, 
must do some outsideside work. All 
cf these women wear shoes and must 
buy them somewhere, and if you take 
the trouble to care for them properly, 
you will find you have not only done 
good business for yourself, but you have 
made a woman comfortable and hence 
a home happier. 

If your customer is a_ business 
woman, she must have shoes which fit 
especially well. She needs the steel 
shank and firm counter, slim heel seat 
and the proper height heel, for this 
woman must look well as she walks. 
Balance is an important thing with the 
large woman who must get about easily. 
She will want a shoe to make her foot 
look small, even though she wears size 
10. This woman makes money and 
hence has it to spend. Furthermore, she 
must look smart every day. She will 
buy white shoes in Summer, blue and 
tan in the Spring and suede or com- 
binations in the Winter. She likes styl- 
ish shoes. She is also a good prospect 
for two pairs of shoes when she has 
only one purchase in mind. Notice what 
she is wearing and sell her something 
to match. In fact it will pay you to 
keep your eyes open on Sunday and 
note your customers’ clothing and then, 
when they come in, sell them some- 
thing to harmonize. Women of this 
type also need a fine kid or satin shoe 
for dress, but still with the steel shank 
and not too high a heel. 

The home woman needs special atten- 
tion. When she goes out she will prob- 
ably wear about what the business 
woman wears, but why not carry for 
her a special shoes for the house? Point 
out to her that she must take care of 
her feet because she is on them all day 
and that shoes wear better if not worn 
continuously. The endless steps she 
must take every day will be taken more 
easily if she does not wear street shoes 
in the house. She should have a soft- 
soled shoe—like a turn—with plenty of 
toe room and with an upper like a glove 
of leather, tanned so as not to hurt 
tender feet in a warm room. It should, 
of course, have plenty of arch support, 
a wide heel with rubber top lift and a 


firm counter which will not easily bend. 


It is true that this woman is not as 
profitable a customer as a_ business 
woman, but if you make her comfortable 
she will be a steady twice-a-year cus- 
tomer, and when she comes she will 
buy for Johnnie and Mary, if you are 
alert and remind her. 

Among the home women are those 
with exceptionally tender feet who 
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No credit losses; 


dising. 


WILLIAM 


New York Office - 


LYNCHBURG, VA. 


CASH SALES 


Sell on regular terms; collect on cash terms. 


no credit and collection 


problems; no ledger bookkeeping; no money 
tied up in receivables. 


When you extend credit you perform a bank- 
ing function; you divert part of your working 
capital from manufacturing and merchan- 


Factoring puts all your money into your 
own business; it places your sales on a cash 


basis—The best basis. 


Branch Offices 
GRAND RAPIDS, MICH. 


ISELIN & CoO., Inc. 


Selling Agents of Shoes, 
Leather and Allied Products. 


- 357 Fourth Avenue 


LOS ANGELES, CAL. 


for Manufacturers and 


wear bedroom slippers to work in. Sell 
this woman a house shoe instead. Point 
out to her the need of support—that 
she is making her feet worse by wear- 
ing slippers and that she will find she 
will do her work more easily in soft 
shoes. Show her how careful you will 
he in fitting her. Comfort is what these 
woman are looking for, for every step 
means suffering, and whatever you can 
do to enhance her comfort will be just 
gain for you. You will then ring up a 
$4 sale instead of $1. 

Many of these women have bunions 
and if your stock is too limited to carry 
a range of sizes in this shoe, have a 
sample of one which you can get quick- 
ly for any customer who may require 
it. This shoe should be seamless, very 
soft and with a pocket for the bunion, 
but with all the arch features of other 
shoes. 

You will have a few calls for high 
shoes and I hope the time will come 
when more women will wear high shoes 
to work in. Their troubles will be less. 
Make arrangements with a good firm 
to order this shoe, but find out exactly 
how high the shoe is and then when 
taking the order be sure to measure 
your customer’s leg at the precise place 
where the top of the shoe will be. 

If your store is in a farming center 
you should stock a shoe for the farm 
Woman—one which is heavy enough to 
Wear outside so that stones will not 


hurt, with the steel shank and wide, 
rubber heel. The toes should be high 
at the top and the welt sole flexible as 
a child’s. If you can arrange to show 
this shoe flexed, in your window, you 
will have every farm woman who comes 
to town, come in to ask and then buy. 
A farmer’s wife cannot wear dainty 
shoes, and she knows it. 


A number of you will wonder why 
the real orthopedic shoes is not the 
answer to all these problems. Well, the 
problem here is not in the shoe, but 
in the woman’s mind. Many women do 
not want so heavy a shoe, but most of 
them realize that when they put on this 
shoe, they have abandoned pride in 
their feet. In other words, they have 
crossed the line from good looks to 
comfort. If you carry a good ortho- 
pedic shoe, talk with your customer 
about it, fit her foot. carefully, point out 
its qualities in detail and especially 
about the heel support. Once a woman 
has worn this shoe, she always de- 
mands it. 


Now a word about white shoes. There 
is a big business in white shoes and 
many women who are very careful 
about their black shoes are careless 
about everything but the first looks of 
the white shoes she buys. Sell her then 
what she wants in white shoes, but, 
at the same time, sell her what she 
needs in black shoes. It is amazing how 
many double sales one can make in this 
way. 


I have said women know a lot about 
shoes—she does. But she cannot know 
as much as you do, for that is your 
business. So why not cash in on her 
understanding—go her a bit farther— 
teach her a bit and then prove your 
teaching by a good fit of shoes which 
will really bring to the large woman 
what she most needs—comfort. The 
day of the lazy woman has passed. The 
big woman is invariably a worker and 
she will appreciate your efforts for her 
~--how? In buying more shoes. 


Auburn Fire Thought 
Incendiary 


AUBURN, ME.—Fire which destroyed 
all the records of the Auburn Shoe 
Manufacturers’ Association and did 
$20,000 damage to the First National 
Bank Building here recently, is being 
investigated by state and city officials. 

Chief Harry W. Rowe of the Auburn 
police said: “It looks very much like 
an incendiary fire. That is my opinion 
and that of David Rubino, Portland 
investigator for the State Insurance 
Commissioner’s office.” 

Julius E. Miller, secretary of the 
Manufacturers’ Association, which also 
kept a placement bureau, said records 
covering the employment records of 
shoe workers since 1920 were destroyed. 
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LONG WEA 


makes 


LONG TIM 


CUSTOMERS 


Build a steady, profitable repeat 
business; make your selling job 
easier; speed up your turnover; re- 
duce returns to a minimum by 


having shoes in your stock bottomed — 


with Rock Oak soles. 

Rock Oak is scientifically tanned 
by experts. It is close fibred and 
wears longer. 

Be “choosey” about shoe soles— 
one of your most important selling 


points. Specify Rock Oak in your 
next order to your manufacturer. 


THE AMERICAN OAK LEATHER CO. 


Cincinnati Chicago 
St. Louis Boston 


~ 
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Price Differential Decision 


Important Ruling Handed Down by 
Federal. Trade Commission 


WasHincTton—Price discrimination that does not 
represent differentes in cost of manufacture and pay- 
ment of brokerage commissions which do not represent 
services rendered have come under the ban of the 
Federal Trade Commission. At the same time it has 
given a clean bill of health to the practice of discrimi- 
nating in price where it is held the difference in cost 
of manufacture justifies it and to maintenance of price 
differentials where it is held they do not tend to create 
monopoly or injure competition. 

These principles were laid down by the FTC in 
four Robinson-Patman cases, action on which was 
announced July 19. In two cases, orders to cease and 
desist were entered and are the first such orders en- 
tered under the Robinson-Patman law. The two other 
cases were dismissed. In passing on these cases the 
FTC has charted its course as to principles of the new 
law. Undoubtedly tests of the law will reach the 
Supreme Court. 

An order to cease and desist was entered against 
the Hollywood Hat Co., which sells women’s hats 
almost wholly through jobbers and syndicate pur- 
chasers representing retailers and its largest customer 
is a retail buying syndicate for 200 millinery depart- 
ment stores located throughout the United States. The 
Commission held that the lower price of $3 to $6 less a 
dozen hats granted to the buyers than allowed com- 
peting customers was not accounted for by difference 
in cost of manufacture, sale or delivery or any other 
exception provided in the act. The official statement 
follows: 

The order against Hollywood Hat Company directs 
that concern to desist from unlawful price discrimina- 
tions violative of the Robinson-Patman Act and from 
certain unfair methods of competition in violation of 
Section 5 of the Federal Trade Commission Act. 

The company is engaged in selling women’s hats 
almost wholly through jobbers and syndicate pur- 
chasers representing retailers, and its largest customer 
is a retail buying syndicate for 200 millinery depart- 
ments in stores located throughout the United States. 

Subsequent to passage of the Robinson-Patman Act. 
according to the findings, the company sold this largest 
customer hats at $21 and $36 a dozen which were 
being sold respectively at $3 to $6 a dozen more to 
its other customers who were in competition with the 
largest customer. The Commission found that this 
difference in price was not accounted for by differences 
in cost of manufacture, sale or delivery or any other 
exception provided for in the Act, and that it might 
have the effect of injuring, destroying or preventing 
competition between the customers who received and 
those who were denied the benefit of the discrimina- 
tory price. 
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As to violation of Section 5 of the Federal Trade 
Commission Act, the company is ordered to cease and 
desist from selling, shipping and invoicing millinery 
of a grade and quality different from the goods ordered, 
unless the buyer is advised of such difference. 

The unfair methods of competition found by the 
Commission to exist included substituting a cheaper 
grade to offset a lower price which the company had 


reluctantly made on hats of a higher quality, and 


substituting hats of a cheaper quality on an order for 
hats of a higher quality at a correspondingly high 
price, the substitutions having been made without 
knowledge or consent of the buyer. 


Your Letters Can Turn 
the Tide 


[CONTINUED FROM PAGE 14] 


Bilbo, D.; (Missouri) Bennett Champ Clark, D., Harry 
S. Truman, D.; (Montana) Burton K. Wheeler, D., 
James E. Murray, D.; (Nebraska) George W. Norris, 
Ind., Edward R. Burke, D.; (Nevada) Key Pittman, 
D., Patrick A. McCarran, D.; (New Hampshire). Fred 
H. Brown, D., Henry S. Bridges, R.; (New Jersey) A. 
Harry Moore, D., William H. Smathers, D.; (New 
Mexico) Carl A. Hatch, D., Dennis Chavez, D.; (New 
York) Royal S. Copeland, D., Robert F. Wagner, D.i 
(North Carolina) Josiah W. Bailey, D., Robert R. 
Reynolds, D.; (North Dakota) Lynn J. Frazier, R., 
Gerald P. Nye, R.; (Ohio) Robert J. Bulkley, D., 
A. Vic Donahey, D.; (Oklahoma) Elmer Thomas, D., 
Josh Lee, D.; (Oregon) Charles L. McNary, R., Fred- 
erick Steiwer, R.; (Pennsylvania) James J. Davis, R., 
Joseph F. Guffey, D.; (Rhode Island) Peter Goelet 
Gerry, D., Theodore F. Green, D.; (South Carolina) 
Ellison D. Smith, D., James F. Byrnes, D.; (South 
Dakota) Peter Norbeck, R., W. J. Bulow, D.; (Ten- 
nessee) Kenneth McKellar, D.; (Texas) Morris Shep- 
pard, D., Tom Connally, D.; (Utah) William H. 
King, D., Elbert D. Thomas, D.; (Vermont) Warren 
R. Austin, R., Ernest W. Gibson, R.; (Virginia) Carter 
Glass, D., Harry F. Byrd, D.; (Washington) Homer 
T. Bone, D., Lewis B. Schwellenbach, D.; (West Vir- 
ginia) Matthew M. Neely, D., Rush Dew Holt, D.; 
(Wisconsin) R. M. LaFollette, Jr., Prog., F. Ryan 
Duffy, D.; (Wyoming) Joseph C. O’Mahoney, D., 
Harry H. Schwartz, D. 

Letters or telegrams may be addressed to the above 
Senators at the Senate Office Building, Washington, 


Allied Kid Sales Gain 
_ The Allied Kid Co. reports total leather sales for 


its fiscal year ended June 30 of $11,086,337. This 
‘compares with $9,581,416 for the previous 12 months, 


with a considerable part of the increase resulting from 


higher prices based on the increased cost of raw mate- 
‘rials, 


A KID SHOE 


for a young man 


NEW YORK’s young men set a 
pace which all America follows. This 
season, it’s kid shoes for town wear, 
preferably Quaker City kid. It is 
firm enough and light enough for 
practical hot weather use. And its 
colors, mellow and even, are right 
for this season’s cool town suits. 


Quaker City Black 
Custom Brown, No. 10 
Regent Brown, No. 20 


QUAKER CITY 


DIVISION 
ALLIED KID COMPANY 


519 West Huntingdon St., Philadelphia, Pa. 
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TRADE MARK 


@ Half a million girls going back to school . . hikers, 
*eyclists going back to nature . . and every one a pros- 
pect. The biggest women - in - sports - clothes autumn 
you’ve ever had. And Walk-Over dealers will be out 
in front again with original Westchester Welts, already 
accepted as the jaunty, comfortable walking shoe. Now 
in new colors, new leathers. Order early . . catch this 
back-to-school sports rush. 


COSSACK: Black Bucko, Stock No. 10805. Brown, No. 
11805. Blue, No. 20905. Green, No. 21805. 
Wine, No. 22805. 

FROLIC: Black Genuine Baby Buffalo, Stock No. 6875. 
Brown, No. 8975. Black Bucko, No. 10839. 
Brown, No. 11839. 

SQUANTO: Black Sport Buck with Black Calf weave, Stock 
No. 10894. Brown, No. 11894. 

PIXEY: Black Sport Buck with Black Calf, Stock No. 
10406. Brown, No. 11406. Blue, No. 20406, 


GEO. E. KEITH COMPANY, CAMPELLO, BROCKTON, MASS. 


st 


NATIONALLY ADVERTISED IN VOGUE AUG. 15. WOMAN'S HOME COMPANION SEPT. 
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Shoe 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, JULY 24, 1937 


NATIONAL NEWS 


Wage Bill Revisions Beneficial 


But Measure, as Amended, Still Leaves Retailers in the Dark 
on Extent to Which They Will Be Affected 


WASHINGTON — Hailed generally 
throughout the country as a mild and 
simplified form of the original measure, 
the Administration’s revised wage and 
hour bill, nevertheless, still leaves re- 
tailers in the dark as to just how it 
will affect them if and when it be- 
comes law. 

Some of the most perplexing prob- 
lems facing retailers are left unsolved 
by the revised measure, according to a 
survey of retail trade groups. Grave 
doubts are expressed as to whether it is 
administratively any simpler than its 
predecessor. Certainly, the provision ex- 
empting persons engaged in a “local 
retailing capacity” does not clarify the 
situation in~itself since retail circles 
agree that the effect of that exemption 
merely reiterates the good intentions of 
the bill’s sponsors without unqualifiedly 
exempting such employees. 

Also, business groups are speculating 
as to why the Senate Education and 
Labor Committee failed to specifically 
exempt employees of service trades, It 
had been the announced intention of 
supporters of the bill to exclude those 
trades from the bill’s jurisdiction but 
no reason has been forthcoming from 
committee members as to why they 
_ to write their intentions into the 

1. 

Certain features of the revised mea- 
sure, however, are regarded as highly 
desirable from the retail standpoint. 
The appointment of advisory commit- 
tees being made mandatory, as had been 
urged by the American Retail Federa- 
tion, was hailed as a satisfactory 
change and likely to benefit retailers. 
Perhaps of greater importance is the 
revised labor provision which, accord- 
ing to the American Retail Federation, 
protects retailers from the necessity of 
going beyond the label on goods in ascer- 
taining whether compliance with law 
has been observed. Otherwise, it is 
pointed out, retailers could be held re- 
sponsible for any “unfair goods” han- 
dled by them. 

Most retail groups see in the revised 
Section 8 (a) the possibility for con- 
rete exemption of local retailers. As 
Previously drafted, that provision em- 


DATES TO REMEMBER 


Annual Outing Buffalo Shoe Retailers 
Association, Oriole Park, Buffalo, 
August 11, 1937 
Opening, Tanners’ 
Council of America, and N.S.R.A. 
Style Conference for Spring, 1938, 
Waldorf-Astoria Hotel; New York 
September 9, 10, 1937 
New York State Shoe Retailers Asso- 
ciation, 19th - Annual Convention, 
Hotel Ten Eyck, Albany, N. Y 


Guild of America, Hotel Biltmore, 
New York November 1, 2, = 1937 
National Shoe Fair, Hotel Steven 
Chicago, Ill.........Jan. 3, 4, 5, 6. 1938 
Northwestern Shoe Retailers Re- 
gional Association Annual Conven- 
tion-Exposition, Hotel Radisson, Min- 
neapolis, Minn...January 9, 10, 11, 1938 
Middle Atlantic Shoe Retailers Asso- 
ciation Annual Convention, Ben- 
i Franklin Hotel, Philadelphia, 
Gaduiesisies January 16, 17, 18, 19, 1938 
Tense Oklahoma Retail Shoe Dealers’ 
Association and Southwestern Shoe 
Convention, Fort Worth, T 
January 17, 18, 19, 1938 


powered the Board to issue orders cov- 
ering any intrastate business which, by 
maintaining unfair wages and hours, 
enjoyed an unfair competitive advan- 
tage over a_ regulated interstate 
company in the same business. The 
rewritten substitute for that section 
limits the power of the board to goods 
“produced, manufactured, mined, han- 
dled or in any other manner worked on 
in any state” under sub-standard labor 
conditions. Retail groups are hopeful, 
but not certain, that retail selling may 
be exempted under this revision since 
the board presumably would be pre- 
vented from regulating local retailers 
whose labor standards might be lower 
than the standards of an interstate 
competitor. 

But however enlightening these 
changes may be, the status of retailers 
has not been clarified to the extent that 
retail groups had hoped for. The re- 


RAHONAL 


WEEK 
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vised measure still leaves unsolved some 
of the most troublesome questions. For 
example, the bill does not forecast the 
result of an interstate retailer’s com- 
plaint brought before the Board that he 
is being unfairly discriminated against 
by an intrastate competitor immune 
from the law. Still more baffling are 
the unanswered questions: What is an 
“intrastate competitor”? What is a 
“local retailer”? Retailers also want to 
know how much interstate business can 
be done by a local retailer. Also, does 
buying as well as selling establish 
whether a retailer is engaged in or 
directly affecting interstate commerce? 

Only the Labor Standard Board could 
answer these questions. In the mean- 
time, retailers are left in a quandary as 
to what the future will hold for them 
if this so-called “simplified” bill be- 
came law. 


Retail Sales Show Monthly 
Gain in Dayton 

DayTon, On10—Retail sales in this 
city during June showed an increase of 
11.84 per cent as against the same 
month of last year, according to Brooks 
H. Harmon, secretary of the Dayton 
Retail Merchants Association. For the 
first half of the current year, June 
sales were 20.68 per cent ahead of the 
same period of a year ago. 

However, June retail sales here show- 
ed a slump of 5.2 per cent in com- 
a with the previous month of 

ay. 
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STRENGTH 
SECURITY 
ECONOMY 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 

The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
tigid arch support that is vitally essential. 


Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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_ Looking Over the 
Ready-to-Wear Showing | 


[CONTINUED FROM PAGE 19] 


A greater diversity of furs for this 
Fall is an important development. The 
monopoly of black Persian on black is 
challenged with the introduction of 
various dyed foxes and wolfs and the 
use of short-haired brown furs. On 
colored coats a wide variety of furs 
is shown. This means a better oppor- 
tunity to sell colored shoes even with 
black outfits, because the accent note is 
less startling when the soft coloring of 
the fur helps to blend the elements of 
the ensemble. 

In silhouettes, there are two equal 
and opposite influences. The new high 
style though is the straight line, the 
volume silhouette continues to be fitted 
and slightly flared. For the most ex- 
treme coats, they are using the adjec- 
tives, “pencil-slim,” “tubular,” “straight 
and narrow.” Flared coats are not so 
exaggerated in their fullness and the 
hips are always kept slim with the 
ripple coming below the hip-line. There 
is less shoulder exaggeration. Skirt 
lengths are from 14 to 15 inches, de- 
cidedly short. 

_ As to waistlines, the new thought is 
the “corselet” look, best expressed in 
dresses. This is the molded line from 
‘the bust to a low waistline, like the 
“mediaeval “stomachers.” You saw it in 
Mrs. Warfield’s wedding dress—remem- 
ber? It suggests a logical parallel in 
shoes, the shoe that is banded from 
arch to instep. Draped details are very 
widely used, manipulation of material 
in soft folds and gathers, indicating a 
Similar draped feeling in shoes. 

~ In surfaces of fabrics, the nubbed 
Mohairs are tops for coats, with a 
“curled” look like a very much flattened 
out Persian lamb fur. Dull fabrics are 
felieved with luster in these nubs and 
often with shiny hairs as well, indicat- 
ing a continuance of the dull with 
bright combination of materials in 
shoes. 

_ There is the usual conversation about 
plain velvety, suede-like materials 
“coming in later” . . . fabrics with no 
surface interest beyond a softly napped 
pile. But this trend continues to be a 
future not a fact. The buyers have 
Placed the great bulk of their orders on 
Nubby, surface interest coatings. Vel- 
Yets are extremely important, even for 
Simple daytime dresses, because of the 
am strides made in crush resistant 
finishes. Plaids are much featured for 
Sports dresses. Tweeds with bright 
Bubs that lend themselves to colored 
Sports shoe combinations are strong. 
There are plenty of good reasons in 
Teady-to-wear for selling lots of differ- 
ent shoes, and for promoting a variety 
of colors along with your basic black. 
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N.S.T.A. Membership 


Drive Successful 


Boston, Mass.— The Membership 
drive put on by the National Shoe 
Travelers’ Association under the direc- 
tion of President Hector E. Lynch and 
Membership Committee Chairman Jo- 
seph Kalisky has been successful be- 
yond all expectations, according to a 
statement issued by Secretary T. A. 
Delany. Many more members have 
been added than was the case at this 
time last year, when a similar drive was 
under way. 

The general uptrend in business is 
responsible for some of this increase, 
Secretary Delany believes, but even 
more important factors are the appre- 
ciation on the part of the traveler of 
the advantages of cooperation; and the 
local shoe fairs put on in various parts 
of the country with the aid and under 
the auspices of state associations. It is 
hoped that when the next annual con- 
vention is called to order, the member- 
ship of the association will have 
reached the highest in its history. 


Phillips with Collins-Morris 
Los ANGELES, CALIF.—H. E. “Gene” 
Phillips is now covering the department 
store and chain accounts from Salt 
Lake City, west, for the Collins-Morris 
Shoe Co. of St. Louis, makers of the 


“Pitter-Patter” Health shoes. Mr. Phil- 
lips has been in this territory for the 
past two years so is well acquainted 
with the buyers. He carries the firm’s 
2 to 8 stitchdowns, their 8% to 3’s in 
Compos and welts as well as the new 
line of popular-priced growing girls 
welts. This latter line is being espe- 
cially well received on the Coast. Head- 
quarters in this city are at the Hotel 
Hayward. 


Tri-State Shoe Mart 
Big Success 


PITTSBURGH, Pa.—The _ Tri-State 
Shoe Mart, held here this week, under 
the sponsorship of the Pennsylvania 
Shoe Travelers’ Association, proved a 
notable success. It occupied four com- 
plete floors, July 18, 19, and 20, in the 
spacious William Penn Hotel, and 
nearly 150 exhibitors put on a display 
of their Fall merchandise. The at- 
tendance of the Tri-State shoe buyers 
at this exhibit and the business trans- 
acted exceeded the most optimistic 
predictions. One of the exhibitors de- 
clared that he sold more shoes the first 
day than he had hoped to sell during 
the entire exhibit. 

This was Pittsburgh’s second suc- 
cessful shoe mart, and those respon- 
sible are sure that it will not be the 
last. The committees in charge were 
headed by Phil Landfish, Joseph 
Yorkin, Martin Lopen and Edward B. 
Craney. Much of the credit for its suc- 
cess must be attributed to the persis- 
tent and painstaking efforts of these 
men and their co-workers. Speakers at 
the evening meeting included: Hon. 
C. D. Scully, mayor of Pittsburgh; 
Phil Landfish, chairman; Edward B. 
Craney, president of the Pennsylvania 
Shoe Travelers’ Association, and Sam- 
uel Levine, president of the Pittsburgh 
Merchants’ Association. 


E. E. Joyce Named Buyer 


PaLM BEACH, FLA.— The Darling 
Shops are announcing the appointment 
of E. E. Joyce as supervisor and buyer 
for their shoe departments in Palm 
Beach, Lakeland and Tampa. His head- 
quarters will be in Palm Beach. The 
Darling Shops carry popular and up-to- 
date styles and makes of women’s shoes, 
with emphasis placed on the modern 
trends. L. E. Holt continues as man- 
ager of the Palm Beach shop. 


Store Closes Saturday 1 P. M. 


HARRISBURG, PA.—The shoe depart- 
ment of the Wm. B. Schleisner Store 
will be closed at 1 p. m. Saturdays dur- 
ing July and August. 

“We feel there isn’t enough business 
during these months to justify remain- 
ing open,” Ernest Barbush, manager, 
stated. “In addition to the very warm 
weather being a drawback to business, 
many people are taking their vacations 
during these months.” 


Celebrate 12th Anniversary 


SEATTLE, WASH.—French, Shriner & 
Urner shoe company here, celebrated 
their 12th anniversary last week. Ex- 
tensive alterations are being made in 
the firm’s showrooms at 1214 Fourth 
Avenue. 

This week also marked the beginning 
of the thirty-fifth year that Trace 
Peters has been in the retail shoe busi- 
ness in Seattle and has been the man- 
ager for this shoe firm since its opening. 


937 
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Store Gives Shoes to Orphans 


AMARILLO, TExAS.—The personnel of 
Allen’s, here, with A. B. Sanders as 
manager, knows what a good time is 
now. They had it. “The best time in 
the world”—“The most fun I ever 
had,” is the way they speak of it. The 
good time came when the 37 orphans 
of the Amarillo Children’s Home were 
brought to Allen’s and properly fitted 
with Buster Brown shoes as a joint 
gift from the store and from the con- 
tractor of the building, just recently 
occupied by Allen’s. 


WRITE TO DEPT FoR 
FREE CATALOG— 


Children's Shoes 


NAHM-O-PEDIC 


Child’s and Misses’ 
Wel 


WAHM BROTHERS SHOE 
MFG. CO., 
Swansen & Ritner 


New Location Boosts Sales 


PROVIDENCE, R. I.—Since moving to 
its new, modernistic store on Mathew- 
son Street, the Florsheim Shoe Store 
has realized a spurt in sales that nearly 
doubled the rate of sales increases in 
the former location. 

Throughout the entire current year, 
in the former store, sales averaged 
about 40 per cent ahead of 1936 sales, 
and in the new store this increase has 
jumped to approximately 75 per cent. 

The new store is snappy and attrac- 
tive in appearance, being of black glass, 
and gives them a frontage of nearly 
15 feet longer than formerly. Inside 
the store is carried out in modernistic 
fashion, with a large built-in mirror 
partition which adds apparent size to 
- the interior. 

S. R. Karrel, manager of the store, 
attributes much of their business in- 
crease to their direct-mail advertising. 
“There is not a day,” he comments, 
“that some mailings of some sort do not 
go out of the store. Some are written 
in hand, most of them multigraphed, 
and a great many attractive printed 
pieces, but whatever their form, we 
keep working on our large mailing list.” 

The new store has a hosiery section, 
with hose well displayed on a circular 
table in the centre of the store, handy 
to the front entrance, where it must be 
seen by all who enter the store. Hosiery 
is thus becoming a good seller at Flor- 

sheim, according to Mr. Karrel. 


After having their picture taken the 
kiddies were taken to the park and 
turned loose for a real picnic; a picnic 
with ice cream and pink lemonade. 
And Allen’s really saw to it that the 
children had fun. 

When Allen’s opened for business in 
Amarillo early in 1937, completion of 
the building was delayed beyond the 
contracted date. Mr. Sanders offered 
full payment for the first month, but 
the contractor declined the check. The 
happy thought of fitting the children 
with shoes solved the problem. 

“It is a lot of fun to see one kid with 
new shoes, but to see 37 orphan chil- 
dren with new shoes, that is worth 
the money,” says Mr. Sanders. 


W. M. Ayres to Open 


New Store 

TRENTON, N. J.— W. M. Ayres will 
open a new shoe store in this city some 
time in the near future. A short time 
ago Mr. Ayres bought the Haber Shoe 
Store at 5 East State Street and is now 
remodeling the entire store and putting 
in a new front. 

For the past 13 years Mr. Ayres had 
a shoe store in Huntington, W. Va., 
which he recently sold. Previous to 
that he operated a store in Uniontown, 
Pa., for 17 years. 

He has also leased space for a shoe 
department on the main floor of Wein- 
berg Bros. ready-to-wear store in 
Chester, Pa. He is also negotiating for 
a lease for a third department in a 
near-by city. 
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Permanently waterproof 
leather soles improve 
comfort, value and satisfac- 
tion for the wearer. 
LEATHERPLUS soles are 
permanently waterproof — 
exceptionally flexible — 
longer wearing. Why don’t 
you use them as a sales 
stimulator ? 
VAN TASSEL LEATHER CO. 
NORWICH, CONN. 


Lt 


LEATHERPLUS 


The perfect leather sole 
for all outdoor shoes 


Boasts of 60 Per Cent 


Sales Increase 


New ORLEANS, La.—A 60 per cent 
sales increase during the last two 
months is reported by H. P. Carroll, 
new manager of the Health Spot Shoe 
store, 835 Common Street, who special- 
izes in fitting shoes‘to persons who suf- 
fer from foot trouble. Mr. Carroll has 
been in the shoe business for 30 years, 
the last 20 years of which have been 
devoted to selling corrective shoes. Be- 
fore coming to New Orleans two months 
ago, Mr. Carroll took a special course 
in fitting Health Spot shoes. 


Shoe Man Celebrates 


Golden Anniversary 


Boston, Mass.—A. F. “Jack” Jones, 
at one time one of the best known shoe 
travelers in the country, on July 20 
celebrated, with his wife, Mrs. Amy 
Jones, the golden anniversary of their 
wedding in 1887. The celebration, held 
at their Summer home, “The House 
That Jack Built,” at New Silver Beach 
in North Falmouth, was attended by a 
number of representatives of the Bos- 
ton Shoe Travelers’ Association, of 
which Mr. Jones was a loyal member. 
Mr. Jones years ago, traveled for the 
Herod Shoe Company of Brockton, later 
was with the T. D. Barry Company and 
more recently sold for Stone and Tar- 
low, Inc. He retired from active busi- 


ness about five years ago. 


to retailers selling 
B U Y men's shoes 
| Moccasins 
Write for Information The above photograph, shows the 
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Floodlights on Fall 


Footwear 
[CONTINUED FROM PAGE 26] 


caption. You will find you can concen- 
trate more real, convincing sales in a 
display which is thus devoted to a re- 
lated group of shoes than could possibly 
be done if you attempted to show a style 
from everything you have in the place. 
Likewise your windows can be timed to 
better advantage, bringing each class 
of shoes to the attention of the public 
when the demand for it is ‘greatest. 
Thus it becomes easier to dramatize 
your sales message of each group. 


College Footwear Window 


College footwear immediately sug- 
gests a campus scene, perhaps a blown 
up photograph of a group of college 
girls. A little later a football back- 
ground provides a timely display which 
will serve equally well for college shoes 
or for the dressier types of daytime 
footwear, since the big games invaria- 
bly attract thousands of well-dressed 
folk and are fashion events. 

Much of the material required for 
orthopedic window presentation is ob- 
tainable from the manufacturers, who 
usually offer special backgrounds and 
showeards. In the case of women’s 
shoes it is desirable to give as much 
fashion flavor as possible, even to your 
orthopedic window displays, while at 
the same time bringing out the fitting 
and corrective features of the shoes. 
Women who are required to wear shoes 
of this type because of some individual 
foot condition are likely to be a little 
sensitive on the subject. They are keen- 
ly desirous of having pretty footwear, 
and it is a fact that most corrective 
lines today do offer a surprising variety 
of attractive styles. If you emphasize 
in your windows the attractiveness of 
the shoes from this angle of fashion 
you will have a better chance to interest 
a larger group of women. 


Promote Rubbers for Fall 


Don’t forget to include a rubber foot 
wear window in your schedule, for rainy 
Autumn days create a demand for rub- 
bers and galoshes, and some effective 
promotion at the beginning of the sea- 
son will help turn rubber stocks into 
cash a little earlier, which is always a 
desirable thing in the shoe store. The 
timing of your rubber window will de- 
pend more or less on local conditions, 
weather, etc., and therefore will vary 
in different sections of the country. 
Some shoe merchants plan a rubber 
footwear display well in advance of the 
Fall opening and hold it in readiness to 
put in at a day’s notice, when the first 
real Autumn rains make their appear- 
ance, running an advertisement simul- 
taneously in the newspapers. 

Golf, tennis and any number of other 
outdoor games and sports are in the 


Alert shoe manufacturers are now 


placing their requirements with 


the Richard Young Company for 


White Thruout Genuine Buck for 


the 1938 white season. It will pay 


you to contact the Richard Young 


Company representative nearest 


you-to learn the reason why. .. . 


spotlight of public interest in early Fall 


and therefore suggest interesting 
themes for window presentation of 
sport shoes. Later on come hunting 
and hiking boots, and spectator sport 
shoes for wear at football games. 
Formal evening footwear occupies its 
most promising place in the picture 
around Thanksgiving time, and from 
then on through the holiday season. But 
an initial presentation of evening foot- 
wear earlier in the Fall is worth con- 
sidering, for evening social activities 
create a demand for formal Autumn 
evening footwear as soon as cool 
weather comes on. 

Timing your various window presen- 
tations is largely a local and individual 
matter which can best be determined by 
going over the situation with your ad- 
vertising manager and display man. 
The important thing is get started early 
enough to develop a schedule that is 
sound and logical, from the standpoint 
of your particular business and the buy- 
ing habits of your customers. Once that 
is done, make sure that your advertis- 
ing and display plans and your entire 
program of promotion is carefully co- 
ordinated so that ads and displays will 
tie in together and each will contribute 
to the effectiveness of the other. With 
a well selected stock of shoes and a 
promotional program of that kind to 
bring them to the attention of the pub- 
lic, you have made a good start in the 
preliminary preparation that is neces- 
sary for a successful selling season. 


Maine Factories Vote CIO 


Boston, Mass.—Last week’s ballot- 
ing in 12 shoe factories in Lewiston 
and Auburn, Me., to determine whether 
the employees should be represented by 
the local union, known as the Lewiston- 
Auburn Shoe Workers’ Protective 
Union or the United Shoe Workers of 
America (CIO affiliate) resulted in a 
decision on the part of the voting em- 
ployees to cast in their lot with the 
latter union. Announcement of the 
vote was made by the Boston office of 
the National Labor Relations Board. 

It is assumed that negotiations will 
now be entered into to determine rates 
of pay, hours of work and working 
conditions. 


Jesse Adler Warns 
of Check Fraud 


New York — Jesse Adler, head of 
Adler Shoes, Inc., and known from 
coast to coast, received a shock last 
week when he learned that a stranger 
recently walked into the store of A. B. 
Young, in Los Angeles, and cashed a 
check for $125, claiming to be Mr. 
Adler’s cousin. The check was returned 
by the bank as worthless. Mr. Adler 
explained that he has two sisters tour- 
ing the Pacific coast this Summer, but 
no cousins, and he wishes to issue a 
warning to retailers against cashing 
checks or giving credit to anyone rep- 
resenting himself as sueh. 
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“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 


Owens SHoeCo. = 
28 Goodhue St., Salem, Mass. ——— 
Obituaries 
Michael M. Haas 


Dayton, OH10—Michael M. Haas, 67, 
in years past one of Dayton’s most 
prominent shoe merchants, died July 12 
in Miami Valley hospital where he had 
been confined for the past nine weeks. 
“Mike” Haas, as he was called by his 
host of friends, was in the shoe business 
in the downtown business district for 
80 years, retiring in 1929. 

He was born in Dayton on March 27, 
1870. He received his education in the 
Dayton public schools and as a boy was 
employed at the DeWitt C. Arnold Shoe 
Store in South Main Street. Later, he 
became manager of the store, and in 
1899 he purchased the business. 

Later on, Mr. Haas organized the 
H & G Shoe Store. Finally, he or- 
ganized the Haas Shoe Company in 
1922 and located in the part of the 
building now occupied by the Moraine 
Hotel lobby. It was‘considered to be 


their annual ou 

Bobs Lake, 
in cars furnished by the company and 
are shown in the above 
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Shoe Form 1 Co. Holds Annual stil 


Auburn, N. Y—The employees of the Shoe Form Company of this city held 
ly at William DeWitt’s summer camp, 
ona The trip, of Spromneny 250 miles, was mude 


1937 


Bob-O’-Lake, 
40 men made the trip, part of whom 


photograph. 
The time was principally cummed with fishing, supplemented by other outdoor 


and water sports. 


men who make the trip. 


The prize fish, a wall-eye pike weighing over ten pounds, was 
other wall-eye 


This trip, which has now become an annual event, is looked forward to with a 
great deal of pleasurable anticipation each year and thoroughly enjoyed by the 


one of the finest equipped shoe estab- 
lishments in this part of Ohio. 

In January, 1929, Haas sold his busi- 
ness to Fred Hageman’s & Sons. Five 
years ago, the business was moved 
across the street to the present location 
of Hageman’s Ludlow Shop. 

Haas was a member of the Masonic 
fraternity, belonging to Mystic Blue 
Lodge, the Scottish Rite, the Keystone 
Club and the Antioch Temple of the 
Shrine. He was also a member of the 
Dayton Bicycle Club and was its presi- 
dent for six years, doing much to revive 
interest in the organization. For years 
he served on the club’s committee which 
annually provided a day’s outing at 
Lakeside Park for boys and girls of the 
Montgomery County’ Children’s Home 
and St. Joseph’s Orphanage. 

Besides his widow he is survived by a 
brother, John A. Haas of this city, and 
four sisters. A son, Charles, preceded 
him in death. 

Funeral services were held at the 
Masonic Temple. Burial was made in 
Woodland cemetery. 


Nathaniel C. Lyon 


Boston, Mass.—Nathaniel C. Lyon, 
of N. C. Lyon & Co., leather merchants, 
died recently, aged 79, after an opera- 
tion. He spent all his long life in the 
leather trade. 

He served as selectman of his native 
town of Marblehead and held member- 
ship in Masonic bodies. He is survived 
by his sons, Gregory and Samuel, and 
his daughter, Mrs. Robert May. 


Carl O. Youngquist 


MANCHESTER, N. H.—Carl O. Young- 
quist, well known in the local shoe in- 
dustry, who retired a few months ago 
as a foreman at the J. F. McElwain 


Shoe Co., died at his home, 756 Sum- 
mer Street, on July 18. He was 57 
years old and a native of Holland. 

He was a member of the Swedish 
Lutheran Church, the local Order of 
Vasa and the Intimate Friends Society. 

Besides the widow, Emma M. Young- 
quist, he leaves two daughters, a son, 
two brothers, and a’ sister. 


Isaac Sussman 


PATERSON, N. J.—Isaac Sussman, 
owner of one of -the prominent shoe 
stores on Main Street, was stricken 
with a heart attack at his place of busi- 
ness on July 6, and before aid could 
reach him passed away. Burial was 
on Wednesday, July 7. 

Mr. Sussman came from Lithuania 
thirty years ago and has steadily en- 
larged his business each year at 42 
Main Street. 


Henry J. Wachsmuth 


BAYFIELD, Wis.—Henry J. Wachs- 
muth, Sr., 82, retired shoe dealer, died 
July 4 at his home here. Mr. Wachsmuth 
had been a resident of Bayfield for the 
past 55 years and had retired from ac- 
tive business three years ago. He is 
survived by his widow, two daughters 
and two sons. 


William Haack 

SHEBOYGAN, WIs.—William Haack, 
56, operator of the Fred Haack Shoe 
store at 1226 Georgia Ave., here, since 
1916, died July 8 in a local hospital. 
Mr. Haack was well known in Sheboy- 
gan, having served as alderman of the 
fifth ward from 19385 to 1937. He is 
survived by his widow, and a son, Wil- 
liam, Jr., two sisters and two brothers. 
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It may not be more working cap- | 


COMMERCIAL 
FACTORING 


ital that you need but harder- 

working capital. Why not give 

active employment to the money 

in your accounts receivable? 
COMMERCIAL FACTORS CORPORATION 


SEVENTY-SEVEN FRANKLIN STREET, BOSTON 
TWO PARK AVENUE, NEW YORE 


ake. 
wae Buy THIS Book SELL A FEATURE CUSHION SHOE 
= that Builds and Holds Busi 
ick H fi j ja ulids an oids Dusiness 
Qu elp for Shoe Retailers 
was This is the first and only book of its kind; an en- 
size cyclopedia of practicable, workable ideas for the alert, 
experienced merchant. Not a theory in the book—all 
ha “rock bottom” facts. ... It is NOT just another shoe 
the book, but offers the shoe merchant the best ideas from 
almost the entire retailing field for instant adaptation 
to his requirements... . 
_ 2222. RETAILING IDEAS” 
Enables you to put ideas into action from the hour it reaches 
your hands. Concise, all “meat,” it is ten 
dish on _ books boiled down into one—a time-saver for 
r of sn - the busy merchant, and a reminder of important 
ety, Some of the 39 CHAPTERS— 
ing- inf Ideas for Shoe Selling, Display, Stock-keeping 
Advertising Ideas VENTILATED NEW SPRING 100% NAIL-LESS HEEL 
Management and Economy Ideas The RIGHT FEATURE cushion shoe which has undergone the 
Ideas test of several manufacture will produce REPEAT 
Ideas That pee Sure, Mere More Attractive PROFITS for you. Nu-Matics with their — scientific, 
sae ee Crowds “cushion” and “nail-less” features are virtually non-competi- 
= Tens . Attract, Children Get — tive. Send for our Catalog of Men’s and Women’s Shoes. 
_* Cash, Credit gad Se Collection Ideas Beware of Imitations. ROHN SHOE MFG. CO 
usi- 39 Chapters amd and’ Summer Ideas 512 W. Florida St., Milwaukee, Wis. 
ould 337 Pages Mailing List Ideas 
Dollar Day Ideas 
was 3 00 Mother's Day Ideas 
PAID §=6.2222 ideas, seven for a cent; one used NAILLESS 
a pope more than pays for the book 
239 West 39th Street N ew York, N. Y. Exclusively Manutactured by Ronn Nu-Matic Shoe Mfg. Co., 512 W. Florida St., Milwaukee, Wis. 
chs- 
died 
auth : egula i as well as had been expected. Adds New Departments 
the Sales Best at R r Prices The Fall season—and this is an old P 
| ac- Boston, Mass.—Perhaps Boston is story—will open with suedes. There are SUPERIOR, Wis.—The newly enlarged 
e is unique, but the fact remains that retail many merchants, however, who expect Emporium store has added several de- 
ters Stores are finding that they did a larger that gabardine will figure rather im- partments including a women’s and 
volume of business, figured in pairs, portantly in early selling and may in- Children’s shoe department under the 
when regular prices were being charged crease rather rapidly in popularity as ™anagement of Al Gisin, formerly affili- 
for their shoes earlier this Summer, the season advances. ated with the Gisin Shoe Co. here. The 
than they are now doing at reduced, a is a Harry Sasner 
summer-clearance prices—sales events e and was opened in i 
om for which everyone is popularly sup- New Shoe Store for Lenoir 
posed to have been waiting in order to LENor, N. C.—An up-to-date modern 
ak replenish the shoe wardrobe. building is being erected on West Ash Discontinues Wisconsin Store 
bor While figures are not available, store Street which will be ready for occu- RACINE, Wis.—O’Connor and Gold- 
the ‘traffic is obviously lower than it was pancy Sept. 1. The owner and man- berg is discontinuing its shoe store at 
. * earlier in the season and sales volume ager of the new shoe store will be E. A. 431 Main St. here, and will confine its 
Wile is down in direct ratio. Practically Sherrill of Lenoir, who was formerly operations in the future to Chicago and 
wer all stores are pushing whites and open- manager of The Family Shoe Store and suburbs. Dan Pedott has been manager 


toe sandals of every color—a style 
Which did not go over in New England 


has had many years’ experience in the 
retail shoe business. 


of the Racine store for the past three 
years. 
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Carton Labels 


Come to the firm whe 
TOLMAN. DAVIDSON ADVERTISING PRESS Inc 


113 Lincoln Street Boston, Mass 


Oldest Members Honored at 


Dayton Shoe Club Meeting 


Dayton, On10—John Schoenhal and 
P, J. Myer, the two remaining original 
members of the Dayton Shoe Retailers 
Club were honored at the July 14 meet- 
ing held in the Hotel Gibbons when the 
thirty-fifth anniversary of the club’s 
founding was observed. In the absence 
of M. H. Riggs, president, who was on 
vacation, Jack Schaeffer, vice-president, 
presided. 

Pete was absent from the dinner, due 
to a dinner engagement arranged by 
Mrs. Myer and Mr. Schoenhal extended 
Pete’s regrets indicating that “although 
he is not here, he is here in spirit with 
the shoe club.” The business session 
had just ended when in walked Pete, 
with a beaming smile and in a reminis- 
cent mood. He related the story of the 
formation of the Dayton Shoe Retailers 
Club which eventually led to the forma- 
tion of the Ohio State Shoe Retailers 
Association and ultimately to the begin- 
ning of the national association. 

A committee composed of Harry 
Buck, Henry Hageman, John Schoenhal 
and Clark King was named by Vice- 
President Schaeffer to draft a resolu- 
tion on the death of Michael Haas, re- 
tired shoe dealer, who died July 12. 

On the motion of Paul W. Crawford, 
decision was made to form a shoe deal- 
ers’ bowling team this Fall. G. W. Rit- 
ter, in charge of the men’s shoe depart- 
ment, Elder & Johnston Company, was 
named captain of the team he is to form 
and enter in the city-wide league. This 
is the first time the local club has spon- 
sored a bowling team. 

Mr. Crawford reported that he had 
been approached several times on the 
matter of store closing. The idea of 
closing at 5 p. m. and opening at 9 
a. m. had been suggested as well as 
all-day Monday closing. After consid- 
erable discussion, no action was taken 
in the matter. Store hours now are 
8.30 a. m. to 5.30 p. m. It was brought 
out that the retail hardware dealers 


~ 
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closing all-day Wednesdays during July 
and August, with the possibility of mak- 
ing it an all-year ’round policy. Elder 
& Johnston Company and the Metro- 
politan Company, men’s furnishings, 
are both closed all-day Monday during 
July and August. 

Paul Pontius of Toledo, representing 
the Mayer Martha Washington Shoe 
Company, and Harry Waldron of the 
Selby Shoe Company, were guests. Wal- 
dron spoke briefly indicating that “the 
hospitality and courtesies extended by 
the Dayton club are the talk of shoe 
men everywhere.” _ 


Travelers Plan Fall Opening 
in Buffalo 


Boston, Mass:—More than a score of 
shoe wholesalers and manufacturers 
whose representatives cover New York 
State are cooperating on a Fall open- 
ing to be held at the Hotel Statler in 
Buffalo on August 1 and 2. This they 
hope to develop into a monthly buying 
show, similar to those now held in Chi- 
cago and Detroit. Invitations are being 
broadcast to merchants throughout the 
central and northern parts of the state 
and cooperating exhibitors plan to have 
all exhibits on one floor of the hotel, to 
make selection as easy as possible. 

Included among the exhibitors, who 
pay’ no fee other than a nominal one 
covering the cost of the sign for their 
sample room doorway, are: 

Julius Goldstein & Son, Boston; Cres- 
cent Shoe Co., New York; Central Shoe 
Co., St. Louis; Best Shoe Co., Boston; 
S. L. Goldstein, Boston; Golo Shoe Co., 
New York; Lester Pincus, New York; 


As Kid to Kid 


E 


1937 


Hannahsons’ Shoe Co., Haverhill; 
Wear-Ever Shoe and Slipper Co., Nor- 
walk, Conn.; Levy Bros., New York; 
Hunn Shoe Co., Philadelphia; M. Gold- 
man Co., Boston; M. J. Saks, New 
York; Diamond Shoe Co., New York; 
Spector Shoe Co., Boston; D. Myers & 
Co., Baltimore; Hiatt Shoe Co., Worces- 
ter; Superior Shoe Co., Boston; Bond 
Shoe Co., New York; Roger Bros., Bos- 
ton; Nu-Way Shoe Co., New York; and 
Star Shoe Co., Boston. 

The committee in charge of this first 
show consists of Maurice Shapiro, 
“Lew” Rubin and Edward Tweedy. 


D. Myers Issue Latest 


“Wheel of Style” 


BALTIMORE, Mp.—D. Myers and Sons, 
Inc., manufacturers of women’s novelty 
footwear, have recently issued their 
newsy little sheet, “The Wheel of 
Style.” Besides photographs and de- 
scriptions of Summer shoes for reorders 
and many dealer helps, this little paper 
gives the list of D. Myers’ salesmen who 
are now in their territories with their 
Fall lines. 

The salesmen and their territories are 
as follows: 

T. Nelson Adams, New York State; 
Charles K. Allison, Illinois; A. M. 
Breen, Missouri, Kansas, Iowa and 
Nebraska; Jack Croner, North Carolina 
and South Carolina; Arthur S. Deich, 
Texas, Oklahoma, Arkansas and Louisi- 
ana; R. A. Gillett, Connecticut, Maine, 
Massachusetts, Rhode Island and Ver- 
mont; Irving Gomprecht, Baltimore, 
Washington, Philadelphia and Virginia; 
R. S. Griggs, Ohio, West Virginia, 
Tennessee and Kentucky; Oscar W. 
Hacker, Florida and Georgia; R. E. 
Harrison, New Jersey, West Virginia 
and western Maryland; Aaron Krome, 
eastern Pennsylvania; Galo Menendez, 
Cuba; George A. Norris, Wisconsin; 
D. H. Orr, southern New York State; 
Meyer Rosenberg, Pennsylvania and 
Ohio; Sol Sacks, Georgia, Alabama, 
Mississippi and Tennessee; Avella & 
Saevz, Porto Rico; A. Z. Shaw, Mich- 
igan; Charles Shipley, Maryland, 
Virginia and Delaware; Frank Smal- 
kin, Baltimore and Washington, D. C.; 
and Sam Weintraub, Baltimore and 
Maryland. 


Merchants Cooperate in 
White Shoe Sales 


HARRISBURG, Pa.—With but the ex- 
ception of two dealers, Harrisburg shoe 
merchants are cooperating in a white 
shoe sale which started July 15 and 
will continue through July and possibly 
into August, it has been announced by 
B. E. Crego, owner of the C. J. Crego & 
Son Shoe Store. 

Samuel Blum, manager of the Royale 
Shoe Store, and Herman Latt, propri- 
etor of Herman’s, are the two mer- 
chants who are not cooperating in the 
sale. Both started their sales about 
July 1. 


WHERE 
BUY 
versal featured players, seemi 
aroused the curiosity of these 
! kids and they came over to in 
nd ‘they came om 
Barbara, a pair of high fro 
pumps of a light blue, and 
a novel combination of white and orange 
iz 


Their Increasing Popularity 
MUST DESERVED 


Manufacturers — who make them, 
Retailers — who sell them, 
Women — who wear them: 


LITTLEWAY All are enthusiastic in their convictions 
LOCESTITCH to the merit of Littleway Lockstitch 
PROCESS Shoes—regular construction or Delmac. 


A backgrour of sound shoemaking 

principles is the outstanding reason for 

their continual increase in sales and 
well deserved public approval. 


And for those who prefer 
DELMAC LOCKSTITCH 


And of ‘ie 
with UNISHANK 


DELMAC LOCKSTITCH 
PROCESS) 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET. BOSTON. MASS. 
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THE TICKET 


AND/CARD 


A simple, effective design 
in shades of gold and red- 
dish brown on a buff wood- 
grain background. 


FALL SHOWING 


£.. 


le 


CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated 
above; or oval base-burnished 
color trim. These 
modernistic holders take any 
size card, and harmonize 
the finest window display fix- 
tures. 


Supplied with annual services. 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


~ 
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Everyone Passing 
is a Possible Prospect 
SELL THEM 


and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month, for men's, women's, children's shoes, 


women's hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35¢ each 


(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
__WITH STORE NAME: 100 tickets, $3.00—200, $8.00 
Bork WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


“MERCHANDISING AIDS 
Pouy Cue 


for Price Tickets 


Polly Clips 
for Price Tickets — Adjustable 
—Tilt at any angle. 


included: 


Natural View 
SHOE HOLDER B38 
Natural View Shoe Holder 
To the wearer 
see them on his 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
ween = . Choice of forty selling phrases, 
or blan 


12 dozen (printed or blank) 


SERVICE 


’s Shoes and Women’s Hosiery. (Cross out 
NTED TICKETS @ 35¢ per fifty, in following 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each m le 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 


their merchandising program. 
PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. ‘ 


_ IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. : 


CARD 


SHOW 


STREET == 


STORE NAM 


c_ 
3 
Es 
© 
= 
32 


° 
© 
£ 
2 
- 
3 


for 


SERVICE | MONTHLY TICKETS 


Ne. | 100 


exch 


z 


per month. For 


Ne. 2 100 
Ne. 3. 50 
Ne. 4 


per year, payable 


card holders. 


month additional 
each month’s service deliv- 


cash in advance, full year’s 
service, 5% discount. Checks 
from forelgn subscribers 


must be drawn on U.- S. 


banks, or i d 
If for any unforeseen reason 


we wish to discontinue ser- 


vice before expiration of or- 
der, we agree to pay $1.00 


For this service we will pay 
ered, and agree to return the 


FOR 


per 


FOR ITSELF + IN CHAN ; 


(oupor Yoro/ 209 S:STATE ST: CHICAGO=ILL: 


yj Cheek, with order, please, unless C.0.D. preferred 
Ase 


g MERCHANTS SERVICE DEPARTMENT 


+» consisting of 
-. Card holders (with 


the first month’s service), 
.. IMPRINTED 


TICKETS, at 35¢ per fifty, 


additional. 


“xX”: Shell pink 
board. Design in 
lavender and green. 


Please enter our order for 
the Recorder “Selling Mes- 
sages,”’ beginning with JULY, 
continuing monthly for one 
year, for Card Service 
blank tickets each month, 


Size: 1” x 234”—Prices on opposite page. 


AN 
| 
: 
| 
| 
| 
ak 
| 
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SALESMEN WANTED 


POSITION WANTED 


ion basis. 
Address F-416, core Boot & Shoe "Recorder, 239 
West 39th Street, New York, N. Y. 


SALESMAN—Ohio, Mi in-stock Misses’ 
and Children’s novelty end Stich 


; and corrective; x= 
May be carried as side-line. 
-432, care Boot & Shoe me. 239 West 

39th Street, New York, N. Y. 


SALESMAN—Itlinois, Indiana, Ohio, West 
Virginia, to handle factory line of Goodyear 
welt sports, western made, to retail at $3.50 
and $4. Commission only. Side line or exclu- 
sive. Real proposition to right party. Gilt edge 
reference required. Address F-431, care Boot & 
Shoe Recorder, 1627 Locust St., St. Louis, Mo. 


ae wire, fast selling line, 

child’s, misses’ rowing girls’ shoes, 
New York, — ew Jersey and Penn- 
sylvania. References. mission. Address 
F-430, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


aan SALESMAN—Retail and rt- 

Si titchdowns—Romeos, Ever- 
etts a Extras—Daily Repeaters—Liberal 
Commission. Address Box F-429, care Boot & 
Shoe Recorder, 140 Federal St., Boston, Mass. 


with record of volume 
with Jobbers, Chain Stores and large Retail- 
ers, to noctle line of high grade children’s stitch- 
downs. Pacific Coast territory. Commission. 
Address F-427, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


SALESMAN WANTED for State of Wiscon- 
sin—fast styled line Women’s Instock Novelty 
Footwear to retail at $2.45 to $5. Complete new 
line of pattern shoes every four to five wi 
offering a live man a real money-making 
ition. When applying, give age and road 
rated, 1214 Washington Avenue, St. 


FOR LEASE 


FoR LEASE—Shoe Department in leading 
cee store. Prosperous Ohi 

100 per cent location, seed 
oon Address. F-433, care 
corder, 239 West 39th ‘Street, New ; 


R LEASE—Shoe department in progressive 
Fos. shop in small Missouri town—a 


209 South State St. Chicago, Ill. 


ALESMAN, with 18 years’ experience 

retailers in Greater New Y 
make a change before Aug. 1 with a reliable 
manufacturer or wholesaler carrying a line of 
either children’s, ladies’ orthopedic or men’s 
shoes; no side line proposition. Address F-426, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


LINE WANTED 


WANTED 


Line of women’s novelty footwear to 
retail at $2.00-$2.50 and $3.00 by e: 
enced shoe man 34, for Missiasippl s. 
Louisiana and Alabama territ 
Address 
P.O. Box 406, Biloxi, Mississippi 


Care GAUDE SHOE STORE 


GOOD LINE 
WANTED 


Well known salesman (former manufacturer 
is also recognized as an able f. ve 
women’s welt and Com 
gagement with a firm t i 
salesman, and possibly the 
Ties ‘geod following ‘with, important’ buyers 
sections. For farther information address— 
F435 care 
BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 


SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Iac. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518! 


WE 
Entire or olesale and 
Stocks. Shoes such 
Stetson, Red Nunn Bush, te 
IRVIN BRUBIN 
“The House of Jobs” 

89 Reade St., Cor. Church 

Phone 71-7887 New York Ci 


Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New York 


Phone WOrth 2-5377 and 5378 


FOR SALE 


R SALE Shoe best 
Pee 30 in City of Southern California. 


Population 45,000. made money, 
opportunity. Cash Address F-424, care 
W. 39th Street, 


WANTED TO BUY shoe store in Chicago 

area doing nice business children’s 
women’s shoes. ~_* F-434, care Boot & 
_ Recorder, 209 S. State Street, Chicago, 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents word for all und ed advertisements. Mini- 
75 cents. For all other classified advertisements the rate is — wi a 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


mum charge, 


When a box number is desired twelve words should be added for 


address should be counted. 


Classified advertising is payable in advance. 


(= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “eq 


7 cents per word. Minimum charge, _ 


Oldest Stitcher? 


AvuBuURN, Me.—Mrs. Hattie Harris 
stitches shoes in the Somerset factory 
here. Mrs. Harris who has been stitch- 
ing shoes for 62 years, is now 79, and, 
possibly is the oldest shoe stitcher in 
the country. 


Hanover Store Shortens 


HARRISBURG, PA.—The Hanover Shoe 
Store, managed by E. V. Gens, has been 
opening at 9 a. m. instead of 8 as the 
result of an investigation conducted by 
Mr. Gens after he discovered all other 
local shoe stores were not opening be- 
fore 9. The former hours were from 


8 to 6. 


Mr. Gens said he wished to cooper- 
ate with the other merchants in main- 
taining the same hours. 
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MERCHANTS’ NEEDS 


INCREASE YOUR SALES 


with the original 
SHOE DOCTOR SHRINKERS 


ADDITIONAL SALES 


made when you obtain the 
confidence of your customers 
by giving those hard-to-fit- 
feet a perfect fit. Our Shrink- 
ing Devices, when used with 
our specially prepared fluids, 
give the proper fit to shoes 
which fit large around the 
top, slip at the heel, or gap 
at the sides. a fullness 

or wrinkles leather or 
fabric are cantly shrunk 
without harm. 


Send your order or write for detail information. 
combination offer $25.00 (fluids in- 


ded In above prices) f.o.b. Indianapolis, 
Indiana. 


E. C. SMELTZER CO. 


121 EB. Sist Street, Indianapolis, Ind. 


Whites Reach Climax 
in Chicago 

CHIcAGoO.—Whites reached their sea- 
son climax here the three selling days 
prior to the July fourth week-end with 
dark shoes beginning to creep into the 
picture. Although whites are still the 
big word and continued hot weather 
the week following the holiday indi- 
cates that there will be big selling for 
sometime to come, most merchants note 
also that it will probably be an early 
dark season. 

In whites, high styles, especially san- 
dals seem to continue in most demand. 
Most merchants report that open toes 
and cut outs are 50 per cent of the high 
style selling, with heavy requests for 
sandal pumps and swing straps in high, 
low, and cuban heels. One popular 
priced store reports an increasing tend- 
ency with the season for whites and 
prints in extreme novelty styles. 

In the sports type shoes, perforated 
models are going especially well with 
increasing demands with the increasing 
heat. Sports oxfords are selling in 
nearly all white with some activity in 
brown and white models. Almost no 
other combinations sold. Leather heels 
are extremely popular and the shawl 
tongue models are still good. In the 
spectator types brown and white lead. 

Prints are still good, but most mer- 
chants agree that their big season has 
passed although there is still lots of 
actvity in sandal prints with white and 
blue backgrounds. A big demand has 
been noted for trim pumps in low heels 
and during the week blue gabardine 


1937 


~ sandals jumped in sales. In the darks 


black and blue still lead with very few 
browns being sold. One store reports an 
especially gratifying job with black doe 
skins. Other shops report big demands 
for blacks in all fabrics and materials. 


- Most merchants believe that this early 
demand for black, although it may cut . 


into the white sales some, is not hurting 
their whites to any great extent. They 
find that women are showing a tendency 
to wear other colors than white 
throughout the Summer. They still buy 
whites, merchants point out, but with 
increasing spending money and an in- 
creasing sense of style like to vary their 
footwear throughout the Summer. 
Dark colors furnish good contrast with 
white and women also like to wear 
matched ensembles at certain times 
during the Summer. 


Nankin’s Installs 
Air-Conditioning 

MIAMI, FLtA.—The Nankin Shoe Store 
of 166 East Flagler Street, has in- 
stalled air-conditioning equipment for 
the comfort of its patrons. While the 
apparatus has not been in use for very 
long, still the reaction has been most 
gratifying. Customers are constantly 
commenting on the comfort in which 
they may now be fitted. 

“Air conditioning a shoe shop,” says 
Mr. Nankin, “is one of the best adver- 
tisements a store can have.” This shop 
has the exclusive franchise in Miami 
for Walk-Over, Vitality and Rhythm 
Step shoes. Red earth is the most popu- 
lar color at this time. It has been a 
steady “walk out” in several lines. 

One of the best liked shoes is a lat- 
tice instep pattern sandal, toeless and 
cut out at the arch. An ankle boot in red 
earth has also been very popular. It 
has the new 20/8 boulevard heel and 
elastic insets across the stepladder 
vamp. 

Very good has been a high-front, 
tongue-pattern sandal with elastic over 
the instep. One of the most popular is 
a white trimmed in a new shade of 
green and stitched in the same shade. 
Very smart and popular is a blue 
gabardine and red earth calf. 

Mr. Nankin is reporting that business 
this season has been quite satisfactory 
and is considerably ahead for the same 
period of last year. 


Volume Shoe Sales Start 
at Fort Wayne 


Fort WAYNE, IND.—Due principally 
to the late seasonal start in northern 
Indiana, Fort Wayne shoe dealers are 
unloading volume goods in large doses. 
Wolf & Dessauer led the procession 
with an offering in a special Wednes- 
day store-wide remnant sale of 1000 
pairs of whites in novelties, dress and 
sports with spike and Cuban heels, 
flatees and sandals at $1 a pair in the 
basement store. Another large lot in- 
cluded boys’ and girls’ oxfords and 
straps in white patent and elkskin 
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Republic Bidg., po yt. 
Toronto, Canada 


DUNDE Shoe Re-Shaping Device 


at $1. A new departure was an invita- 
tion to “buy several pairs.” 

Other clearance sales on in full swing 
include App’s, offering whites and all 
colors and leathers at substantial reduc- 
tions from the season’s start, also 10 
per cent off on standard health shoes. 
No lay-aways, refunds or exchanges 
here, with a choice of more than 800 
pairs. 

Sales and special reductions are the 
predominant note in all Fort Wayne 
shoe advertising and store displays dur- 
ing the current period. 


Two Factories Reopened 


MANCHESTER, N. H. — Two New 
Hampshire shoe factories have been re- 
opened after short shutdowns. 

Employees of the International Shoe 
Co. in Merrimack enjoyed time off 
while the plant was being repaired. The 
factory closed on June 30 and opera- 
tions were resumed July 12. 

In Pittsfield, the plant of Adams 
Brothers Shoe Co. was closed July 3 
for the annual task of stock-taking. 
Work was resumed at this factory on 
July 13. 


Spencer Shoe Store 
Expanding 


SPRINGFIELD, Mass. — Expansion of 
the Spencer Shoe Store at 167-169 
Worthington Street to provide for an 
entrance from Main Street will be af- 
fected in the near future. The shoe 
store will take over the store space oc- 
cupied by a haberdashery with en- 
trances at 167 Worthington Street and © 
1571 Main Street in the Worthy Build- 
ing. 

Alterations are now under way. The 
larger Spencer store is expected to be 
ready about Sept. 1. 
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Tanners Conservative 
in Production 


Boston, Mass.—The First National 
Bank says in its current market letter: 

“Tanners are operating cautiously 
while waiting for signs of more definite 
trends in retail sales and in the hide 
market.” 

After reporting that shoe production 
has increased so far this year, the let- 
ter goes on to say: 

“Some tanners are concerned over the 
public’s ability to maintain this record 
rate of leather consumption, and they 
are keeping their production schedules 
on a conservative basis. 

“Furthermore, the future outlook is 
clouded by labor trouble which is show- 
ing definite signs of spreading into the 
tanning field. 

“Schedules for cutting Fall and Win- 
ter shoes, which include a large portion 
of suedes, seem to be lagging somewhat. 
Leather requirements for the run have 
not yet been contracted for in full and 
most tanners in turn, are filling their 
own requirements on a hand-to-mouth 
basis. 

“Leather prices have been subjected 
to some pressure, but have held gener- 
ally firm.” 


Manufacturer Changes Name 


CHIcAGo, ILL.—The Monarch Shoe 
Co., has adopted the name, Sebo-Mon- 
arch Shoe Co. The personnel of the 
company, however, will remain the 
same. Under this name the company 
will manufacture fine Goodyear welt 
shoes for children, misses, and girls. 
From present indications the firm is 
confident that its customers will react 
favorably to the new lines now in pro- 
duction. 


Hefflinger Teams Given Dinner 


OmaHA, Nes.—The Hefflinger Shoe 
Store’s bowling and basketball teams 
were entertained at a banquet and 
party given them by the store recently. 

The bowling team has been champions 
of the Business Men’s League of the 
city for the past two years. The basket- 
ball team established a record this sea- 
son of 37 straight wins, only losing the 
last game of. the season. They were 
champions of the Omaha League and 
won the Central Club Tournament and 
the Y.M.C.A. Mid-Western A.A.U. 


meet. 


Cogswell Travels for 
Little-Stritter Shoe Co. 


Boston, MaAss.—Clarence N. Cogs- 
well, active member of the Boston Shoe 
Travelers’ Association and a member, 
also, of the National Shoe Travelers’ 
Association, is now traveling through 
New York State, Pennsylvania and the 
Middle West for the A. E. Little- 
Stritter Shoe Company, of Lynn, which 
manufactures the well-known “Sorosis” 
shoe. Prior to his present connection, 
Mr. Cosgwell traveled for the Liberty 
Shoe Company, also of Lynn. 


~ 
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BOOTS AND SHOES 


CLAPP, EDWIN, & SONS, INC., E. Weymouth, 44 


KEITH, GEORGE E., CO., Brockton, Mass............cccccccccccceceececccceucs 38 
NAHM BROS. SHOE MFG. CO., Philadelphia, 42 
ROBERTS, JOHNSON & RAND, St. Louis, 25 
TWEEDIE FOOTWEAR CORP., Jefferson City, Mo.... 10 


LEATHER AND OTHER MATERIALS 


‘ALLIED KID COMPANY, New York and 37 
EAGLE-OTTAWA LEATHER CO., Grand Haven and Whitehall, Mich...... bee Cover 
HUBSCHMAN, E., & SONS, Philade!phia, Pa.... 2nd Cover 
SURPASS LEATHER CO., Philadelphia, Pa... Front Cover 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


MEARS, FRED W., HEEL CO., Boston, 30, 31 
SPAULDING FIBRE CO., No. Rochester, N. 3 
UNITED FAST COLOR EYELET CO., Boston, 6 


STORE EQUIPMENT AND FINDINGS 


DUNDE SHOE RESHAPING DEVICES, INC., Chicago, Ill......................... 51 

PITTSBURGH PLATE. GLASS CO., Pittsburgh, 8 

MISCELLANEOUS 


ISELIN, WILLIAM, & CO., INC., New York City. 35 
KIRSCH-BLACHER CO., INC., New York City... 


TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, 
UNITED FACTORS CORPORATION, New York City. 
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a If personal enterprise is to stand up like true Americanism, Business 


Management must recognize and accept its responsibility as the Trustee 
of the Employee, the Stockholder and the Customer, and exercise its 
stewardship with the highest degree of care, or the Politician will step 
in and undertake to do the job for us—and with our money—and in a 
manner we shall all dislike much—very much! 


From May Ist to July 10th, 1937, our sales volume in pairs booked for 
Fall delivery exceeds by 59 per cent our sales obtained during the same 
period, 1936. Our contented and properly remunerated employees, our 
appreciative stockholders and our loyal customers are “One Big Happy 
Family.” 

Superior workmanship—distinctive and protected construction—make 
for consumer acceptance while definite service and friendly cooperation 
with our customers make for dealer success. 


WE ARE THANKFUL AND GRATEFUL 


THE WALKER T. DICKERSON CO., COLUMBUS, 0. 


_ ¥ol. CXI, No. 22, BOOT AND SHOE RECORDER, published every Saturday by Chilton Company (Inc.), Publication office, nang ag it? f seth Sts., Philadelphia, Pa. Editori 
it Executive offices 239 West 39th St., New York, N. Entered as second class matter Novembe By 1932, at the Post Office in P ladelphia under Act vot ‘March 3. tar - 
Subscription price $3.00 per year. Printed { n U.S. A. 
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ATHER 


center of stage 
this Fall 


As Advertised in 
THE NEW YORKER 
July 31, 1937 


Sponsored by I. Miller & Sons and a group of 
famous bench shoe manufacturers, the new elas- 
tic leather is definitely the standout of the Fall 
season. This amazing new material, the invention 
of Alfred Vamos, noted shoe designer, marks the 
greatest advance in shoemaking since man first 
bound his feet with strips of raw hide. First, a 
secret chemical process makes ordinary tanned 
leather as elastic as it was on the living animal. 
This elasticity is then made permanent by a back- 
ing of paper-thin, finely woven fabric, made with 
“Lastex” yarn. The elastic shoe leather so created 
preserves the same smooth finish as ordinary 
leather. And at the same time makes possible fit 


“RHYTHM“ 4 beautiful, classic pump with high heel in black and comfort and lines of beauty hitherto unob- 
suede, in the new elastic leather made possible by “Lastex” tainable. It opens a whole new field of symmetry 


yarns. “Rhythm” is indeed the word for this pump, expressing ==. simplicity in design and workmanship. The 


the swing and vitality of the modern woman. Designed and 
manufactured by I. Miller & Sons, Inc., New York City, and sold new elastic leather and all shoe materials made 


in I. Miller Stores and Agencies in the United States, Canada with “Lastex” are distributed to the trade by 


and Various Foreign Countries. The new elastic leather is also . 


City. For information on the uses and advantages 


of “Lastex” yarn in any type of apparel for men. 
women or children, write to the address below. 


-..-THE MIRACLE YARN THAT MAKES THINGS FIT 


REG. U. S. PAT. OFF.. 


Rubber Products, Inc., 1790 


exclusively by United States 
Broadway, New York City 
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The great demand for Opera’Star Pumps can be 
traced to three basic appeals—fine styling . . . 
workmanship by specialists in the making of pumps . . . and the appeal of superior materials. The 
soft, sleekness of Allied Kid accents the clean-cut appearance of Opera Star Pumps and helps them 
achieve their proper place in the fashion world. Shoes of fine-grain Allied Kid ride 
harmoniously along with all the pert feminine fashions of the latest style showings. 


Like Gregory & Read, you can keep your shoes definitely in the spirit of the day 


by adding the appeal of Allied Kid. 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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There’s fast action ... 
substantial profit, in 
Endicott Johnson cempros 
for ehildren and misses 


in 
/ENDICOTT. “IGHNSON | 


t k ( Product 


—Seme in Brown STORE | 
and Tongue. Sizes 

1.30 


3597 —RMisses’ Brown Side 
. Oxford, Brown Patent Tip over 
Tongue, Foxing and vamp trim. 
Blonde stitched vamp and fox- 
ing, 8/8 leather heel. Sizes 
1244/3. 30 
35971—Same in Child’s, 5/8 
heel. Sizes 844/12. 1.20 
95; —Same in Gun Metal 
and Black Patent, 
Stitched. Sizes 12%4/3. I 
Sizes 84% 1.20 


3249 —Misses’ Patent 
Monk Side Bc Gun Metal 
Strap and Vamp — Welt 
Seamed Vamp, Nickel ar 
8/8 leather heel. 30 


32491, — Same 
in Child’s, 5/8 
. Sizes 844/12. 


‘35901 —RMisses’ Gun Metal Side Strap, 
Patent Strap and Vamp trim, 8/8 leather 
heel. Sizes 1244/3. 1.30 
359114 —Same in Child’s, 5/8 heel. 
Sizes 814/12. 1.20 


3593 -—Same in Brown Side with 
Brown Patent Trim. Sizes 12%4/3. 


359314—Same in Child’s. 1.20 
3251 —Same in Misses’ in Gun 


3549 —WMisses’ Patent Side Strap, Metal with Patent Strap. 1244/3. 1.30 
f Ti T 
Black Calf Strap and Tip over 32514 — in 


Welt Seamed Vamp, 8/8 leather 


Sizes 1214/3. 1.30 844/12. 

354914—Same in Child’s, 5/8 heal 3253  —Same in Misses’ in Brown 

Sizes 844/12. Side with Brown Patent Strap. Sizes 
12%/3. 1.30 


3551 —Same in Gun Metal ae 
ent Strap and Tongue. Sizes ies 


$25314—Same in Child’s. Sizes 
844/12. 


< 
- 
4 
| x J 

q 

4 

| 


BOOT AND SHOE RECORDER, July 31, 1937 


go to school 


Just four more weeks and the thousands of school children in your city will be on their way 
back to school. There’s your market if you’re looking for early Fall volume, profit, and 
quick turnover. 


Children will love the swagger lines of these Endicott Johnson cempros, for they’re the very 
counterparts of the smartest shoes you'll see this Fall. Parents will like them too. . . will 
buy them for their fine quality and their sturdy construction. 


Place your order NOW for a selection of Endicott Johnson “back-to-school” shoes. Show 
them in your windows starting about the middle of August. Use Endicott Johnson’s fast, 
complete IN STOCK department to keep your good sellers sized up. BUY AS YOU SELL 


for maximum profits on a minimum investment. 


and remember: wherever you are located, Endicott Johnson 
ean put shoes on your shelves QUICKLY. 


35-40 —Girl’s Brown Side Monk Side Strap, Brown Suede Quarter 
Panel and Vamp Underlay, 108 leather heel. Sizes 314/8 


3541 —Same in Misses’ with 8/8 heel. Sizes 1214/8 
35411,Same in Child’s with 5/8 heel. Sizes 814/12 

33542 —Same in Gun Metal and Black Suede. Sizes 3144/8 1.50 
3543 —Same in Misses’. Sizes 1214/3 

35431—Same in Child’s. Sizes 


3539 —Same in Misses’. Sizes 1214/3. 
1.30 


3379 —Misses’ Gun Metal Two 
Buckle Front Strap, Patent Strap and 
Vamp Trim, 8/8 leather heel. Sizes 
1214/3. 1.30 
35791,—Same in Child’s, 5/8 heel. 
Sizes 844/12. 1.20 
3381 —Same in Brown Side with 
Brown Patent Straps. Sizes 1244/3. 
1.30 


in 
stock 


358114 —Same in Child’s. Sizes 814/12. 1.20 
3554 —Girls’ Black Suede Oxford, Patent Tip and Eyelet 
Panel, 10/8 leather heel. Sizes 314/8. 1.50 
3555 --Same in Misses’, 8/8 heel. Sizes 1244/3. 1.30 


3556 -—Same th Brown Suede with Brown Patent Tip and 
Eyelet Panel. Sizes 314/8. 1.50 


3557 —Same in Misses’. Sizes 1244/3. 1.20 


3560 —Girls’ Brown Side Oxford, Patent Tip and Eyelet 
Panel, Brass Eyelets, 10/8 leather heel. Sizes 3%4/8. 1.50 


3561 —Same in Misses’ with 8/8 heel. Sizes 1214/3. 
3558 —Same in Gun Metal and Patent. Sizes 34/8. 


NDICOTT, 
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She is a 


You owe it to yourself and your customers to stock several Ohio’s 
Embossed Grain patterns for Fall. Discriminating feminine customers 
will react favorably to the exciting effects achieved with these leathers. 
In the hands of expert shoemakers, Ohio’s Embossed Grains are dress- 
ing up smart Fall lines. Write us for samples—and note the excellent 
reproduction and natural finish—the work of Ohio’s technicians. Yet 


they are, as usual, one of the fine 


A COMPLETE SERVICE IN FINE CALF LEATHERS BY, a Hifi @ 


THE OHIO LEATHER COMPANY* GIRARD, OHIO 


tt 
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